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have  now  been  appointed  as  selling  agents.  Ft 


Together  Cutipen  and  Nutrinail  add 
up  to  complete  nail  care. 
And  for  a  limited  period  we're 
offering  your  customers  a  terrific  double 
deal.  They  buy  Cutipen  and  get 
Nutrinail  free. 

It's  an  offer  too  good 
to  miss,  which  means 
extra  sales  and  more 
profit  for  you. 

And  in  case  you're  not 
already  convinced  we  mean 
business,  we've  designed 
some  exciting  new  consumer 
advertising  for  display 
in  the  popular  women's 
press  this  year. 

Cutipen. 

A  FULFORD  WILLIAMS  PRODUCT 

phone:  Peter  Rule,  Group  Sales  Manager,  Rexnel!  Ltd.,  32  Powerscroft  Road,  Footscray,  Siiicup,  Kent  (01-300  33" 


Three  lose 
their  seats 
on  Council 

Branches  urge 
planned 
distribution 

Christmas 
trade  shows 

Shopex 
preview 

Fassett  & 
Johnson 

SPECIAL  SECTION 


742    Chemist  &  Druggist 


28  May  1977 


YOUR  WHOLESALER 

HAS  A  LITTLE 
SOMETHING  FOR  YOU 

KLEENEX  BRANDS  IN  SMALL  CASE  SIZES 


*For  better  cash  flow    ^Easier  handling 

^Faster  stock  turn       ^Better  use  of  storage  space 

So  you  can  stock  more  big  Kleenex  brands 

Kleenex,  backed  by  over  £lm  in  TV  and  press 
advertising  in  1977,  plus  heavyweight  promotions. 

See  your  wholesaler  today  and  stock  up  with 
Kleenex  brands. 


IN  SMALL  CASES  FOR  BIGGER  PROFITS. 

'Regd.  oademaHc  Kimberiy-Clark  Corp. 


Kleenex  For  Men  Tissues*  12  in  a  case 

Kleenex  Bright  &.  Beautiful  Tissues*  12  in  a  case 

Kleenex  Soft  White  Tissues*  12  in  a  case 

Kleenex  Boutique  Tissues*  12  in  a  case 

Kleenex  Chiefs  Paper  Handkerchiefs*  2  x  36  in  a  case 

Kleenex  Flair  Kitchen  Towelsf  6  in  a  case 

Kleenex  Maxi-Dri  Kitchen  Towelsf  6  in  a  case 

From  Wholesalers  and  Cash  and  Carrys. 

*Shnnk-wrapped  fin  polysacks 
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Comment 


A  third  term? 


With  the  defeat  of  three  out  of  six  Pharmaceutical 
Society  Council  candidates  offering  themselves  for 
re-election  this  year  (p745),  it  is  clear  that  there  is 
considerable  dissatisfaction  among  the  voters  with  the 
way  the  profession  is  being  governed.  (Unless  of  course, 
the  single  transferable  vote  has  this  time  produced  a  far 
different  result  than  would  have  been  achieved  by  the 
seven-vote  system.) 

If  it  is  true  that  STV  provides  better  opportunity  for 
representation  of  sectional  choice  then  multiple 
pharmacists  (and  Boots  pharmacists  in  particular)  and 
hospital  pharmacists  may  have  been  among  the  more 
conscientious  in  completing  their  voting  papers.  Smaller 
independents  in  general  practice  lose  the  services  of  Mr 
Millward  and  Mr  Gordon,  and  the  defeat  of  Dr  Maddock 
removes  the  only  voice  from  the  non-Boots  larger 
multiple  (R.  Gordon  Drummond).  But  what  we  do  not 
know — and  the  system  cannot  tell  us — is  whether  the 
voter  is  influenced  most  by  the  candidate's  personality, 
policy,  or  occupation. 

Under  the  seven-vote  system,  it  was  clear  from  the 
names  that  consistently  topped  the  poll  that  popularity 
lies  with  those  who  have  taken  pharmacy's  cause  to  the 
Government,  the  other  professions,  and  to  the  public. 
But  even  then  there  could  have  been  doubt  as  to 
whether  a  large  vote  meant  only  that  a  candidate  was 
"everybody's  seventh  choice" — though  judging  by  the 
high  calibre  of  most  of  those  concerned  that  is  unlikely. 

So  we  may  conclude  that  the  electorate's  vote  goes 
to  those  who  have  served  the  profession  well,  and  been 
seen  to  be  serving.  Someone  falling  strongly  into  that 
category  is  the  president  for  the  past  two  years,  Mr 
Jim  Bannerman — and  the  question  asked  by  two 
correspondents  this  week  (including  a  Council  member) 
is  whether  he  should  not  be  asked  to  serve  a  third  term. 
More  than  two  terms  would  be  a  departure  from  recent 
practice,  but  C&D  believes  that  the  proposal  should  be 
given  very  serious  consideration  by  the  new  Council. 

Pharmacy  has  few  established  national  leaders  at  the 
moment.  Mr  Griff  David  has  stepped  down  from  the 
PSNC  chairmanship  (p744)  and  the  new  chairman  of  the 
National  Pharmaceutical  Association  will  be  a  stranger 
to  many  south  of  the  Border.  Where,  then,  at  such  a 
time  of  crisis,  does  the  profession  look  for  natural 
leadership  and  inspiration?  There  seem  few  candidates 
already  well  known  to  the  profession,  to  the  Government 
and  its  departments — and,  equally  important  today,  to 
the  public  and  its  representative  organisations.  Except, 
that  is,  for  Mr  Bannerman,  who  has  put  enormous  effort 
into  what  is  always  a  demanding  office. 

To  support  the  proposal  for  a  third  year  in  office  is  to 
offer  no  reflection  on  the  vice-president,  Mrs  Estelle 
Leigh.  We  are  sure  she  will  make  an  able  leader  of  the 
profession,  but  pharmacy  might  be  unwise  to  "change 
horses"  with  so  much  unfinished  business  on  hand. 

Most  professions  have  one  or  more  spokesmen  to 
whom  the  media  can  turn  for  a  comment,  and  Mr 
Bannerman  has  established  himself — and  acquitted 
himself  well — in  that  role  for  pharmacy.  May  we  urge 
Council  to  consider  that  it  is  electing  a  leader  of  the 
profession,  not  merely  a  chairman  for  its  deliberations. 
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New  PSNC  chairman- 
and  action  on  pay  'cut' 


The  Pharmaceutical  Services  Negotiating 
Committee  elected  a  new  chairman  on 
Wednesday — Mr  R.  G.  Worby — then  went 
on  to  seek  an  interview  with  the  Secretary 
for  Social  Services,  Mr  David  Ennals  con- 
cerning the  remuneration  "cuts"  for 
chemist  contractors  announced  last  week 
(see  p712). 

The  Committee  also  decided  that  if  the 
meeting  produced  "no  tangible  result"  an 
early  conference  of  Pharmaceutical  Com- 
mittee representatives  would  be  called — 
and  the  PSNC  would  "pursue  with  the 
utmost  determination  every  constitutional 
means  of  bringing  pressure  to  bear  on  the 
government  to  accede  to  contractors'  claims 
for  fair  and  adequate  remuneration". 

The  change  in  PSNC  leadership  was 
expected.  Mr  Griff  David  had  indicated  a 
year  ago  his  wish  to  retire  from  the  chair 
(having  served  for  10  years),  but  was  per- 
suaded to  stay  in  office  for  a  further  year 
to  assist  in  the  change  over  following  the 
appointment  of  Mr  Alan  Smith  as  chief 
executive  in  place  of  Mr  J.  Wright.  The 
only  other  nomination  for  the  chair  was 
Mr  Lewis  Priest,  and  Mr  Worby  was 
successful  in  the  vote. 

Adjournment  debate  sought 

Mr  Kenneth  Clarke,  MP,  the  Pharmaceu- 
tical Society's  Parliamentary  adviser,  is 
seeking  an  adjournment  debate  on  the 
remuneration  cuts. 

In  a  Commons  written  answer  on  Mon- 
day he  asked  the  Secretary  for  Social 
Services  whether  he  would  make  a  state- 
ment on  "the  breakdown  that  has  occur- 
red in  negotiations  between  his  Depart- 
ment and  the  Pharmaceutical  Services 
Negotiating  Committee."  Mr  Roland 
Moyle,  Minister  for  Health,  said  his  De- 
partment was  considering  the  Committee's 
letter  of  May  13.  "The  issues  are  whether 
the  pharmacists'  profit  margin  on  capital 
should  be  increased  and  in  particular  how 
the  results  of  a  drug  stockholding  inquiry 
in  1975  should  be  applied  to  the  assess- 
ment of  capital  employed. 

Mr  Kenneth  Clarke  was  also  to  ask 
the  Secretary  of  State :  What  estimates  his 
department  has  made  of  the  likely  rate  of 
closure  of  independent  pharmacies  over 
the  next  five  years;  what  reduction  he 
expects  to  make  in  the  amount  paid  to 
independent  pharmacists  for  National 
Health  Service  prescriptions  in  the  next 
full  year;  and  what  reduction  in  percen- 
tage terms  and  in  real  values  that  repre- 
sents; what  was  the  average  profit  for  a 
pharmacist  per  prescription  and  the  aver- 
age profit  per  pharmacy  of  National 
Health  Service  prescribing,  expressed  in 
constant  values  in  each  of  the  last  five 
years  for  which  figures  are  available. 

In  reply  to  the  latter  of  those  two 
questions  on  Tuesday,  Mr  Moyle  said  it 


was  "extremely  unlikely"  that  there  would 
be  any  reduction  in  cash  terms  in  the  next 
full  year  when  compared  with  remunera- 
tion for  the  current  year. 

The  Pharmaceutical  Society,  at  the  re- 
quest of  the  PSNC,  has  written  to  MPs, 
300  Community  Health  Councils,  consu- 
mer and  women's  organisations  urging 
them  to  fight  against  the  cuts.  The  letter  to 
MPs  explains  how  the  net  profitability  of 
pharmacies  will  be  reduced  in  a  highly 
inflationary  period:  "This  suggests  very 
strongly  there  is  something  radically  wrong 
with  the  way  pharmacies  are  paid  for 
their  services  to  the  NHS.  In  fact  there  is 
no  incentive,  rather  there  is  a  major  dis- 
incentive for  pharmacies  to  introduce  effi- 
ciencies. Where  pharmacies  attempt  to 
increase  profitability  by  discount  buying, 
by  improving  stock  turnover  and  reducing 
overheads  etc,  the  method  of  remunera- 
tion ensures  that  these  savings  are  reflec- 
ted in  the  next  cost  inquiry  and  the  phar- 
macy is  in  fact  penalised".  The  letter  asks 
for  support  in  seeking  a  more  rational 
contract  for  pharmacies. 

Dispensing  stock-values 
double  in  three  years 

The  increases  in  chemist  contractors'  dis- 
pensary investment  over  the  past  three 
years  have  much  more  than  kept  pace 
with  inflation,  according  to  Victoria 
Valuers  Ltd.  The  increases,  they  have 
found,  are  not  only  beyond  the  rises  in 
the  retail  price  index,  but  also  beyond 
those  for  "sectional"  indices  relating  to 
chemists'  goods.  They  are  as  follows: 
1974-75  +15  2  per  cent;  1975-76  +41-0 
per  cent;  1976-77  +23-5  per  cent. 

The  retrospective  survey  undertaken  by 
Victoria  Valuers  after  the  announcement 
of  the  "cut"  in  chemists'  remuneration 
(see  their  letter  p773)  covered  indepen- 
dent and  smaller  multiple  pharmacies  over 
a  wide  area,  ranging  from  Inner  London 
to  East  Anglia.  A  spokesman  told  C&D 
this  week  that  the  approximate  average 
stock  in  a  cross-section  of  pharmacies 
which  would,  in  1974,  have  been  valued 
at  £2,470,  was  in  1977  more  than  doubled 
at  around  £5,000. 

General  powers  to  control 
harmful  trade  practices 

A  power  that  would  allow  undesirable 
trade  practices  to  be  regulated  under 
general  legislation,  was  suggested  by  Mr 
John  Fraser  Minister  for  Prices  and  Con- 
sumer Protection,  last  week. 

Speaking  at  the  CBI  European  study 
conference  on  avoidance  of  liability,  he 
explained  that  he  had  had  "a  few  prelimi- 


nary thoughts"  on  regulating  trade  and 
commercial  activities  where  there  is  proven 
consumer  detriment.  Parliament  kept  pass- 
ing laws  to  control  ad  hoc  the  activities 
of  one  or  other  trade  or  profession,  such 
as  insurance  brokers,  farriers  and  possibly 
estate  agents.  In  each  case  the  legislation 
was  usually  sought  or  supported  by  the 
majority  of  the  trade.  Rather  than  dealing 
with  these  questions  on  a  "tinker-tailor, 
this-year  next-year,  sometime-never  basis" 
he  suggested  regulating  by  subsidiary  legis- 
lation any  trade  or  activity  which  gave  rise 
to  consumer  detriment. 

Preregistration  grant  for 
UK  graduates  only 

The  £1,000  grant  for  contractors  taking 
a  pre-registration  student  for  the  year 
beginning  June  1  is  to  apply  only  to  grad- 
uates of  a  UK  school  of  pharmacy  seek- 
ing admission  to  the  Register.  This  was 
agreed  at  the  Pharmaceutical  Services 
Negotiating  Committee's  April  meeting 
after  consideration  of  a  letter  from  the 
Department  of  Health. 

The  Committee  agreed  that  a  letter 
should  be  sent  to  the  secretary  of  the 
Prescription  Pricing  Authority  expressing 
appreciation  on  the  clearing  of  the  back- 
log in  pricing  in  the  England  processing 
divisions. 

The  Department  is  to  be  told  why  the 
Committee  is  totally  opposed  to  any  form 
of  sample  pricing  and  is  not  prepared  to 
agree  on  behalf  of  contractors,  to  any 
system  involving  sample  pricing. 

A  letter  had  been  received  from  the 
Department  reaffirming  its  decision  that 
Progestasert  should  be  considered  as  an 
appliance.  The  letter  went  on  to  say  that 
May  &  Baker  had  been  told,  and  that  the 
Department  was  not  prepared  to  include 
Progestasert  in  Part  VI  of  the  Drug  Tariff. 

Retailers  ask  Government 
for  financial  help 

Retailers'  financial  problems  stem  from 
Government  economic  policy  rather  than 
difficulties  with  financial  institutions,  ac- 
cording to  the  Retail  Consortium. 

In  its  representation  to  the  Wilson  Com- 
mittee of  Inquiry — to  examine  arrange- 
ments for  the  channeling  of  savings  in  the 
economy  into  industry  and  trade — the 
Consortium  summarises  the  results  of  a 
survey  in  which  members  were  asked  to 
comment  on  their  relationship  with  finan- 
cial suppliers  and  any  changes  desired. 

The  report  says  that  the  majority  of] 
retailers  report  satisfactory  relationships. 
However,  with  small  retailers,  bankers 
appear  to  be  more  cautious  often  demand- 
ing penal  guarantees  from  directors  in 
addition  to  high  interest  rates. 

Inflation  and  high  interest  rates  have 
affected  investment  policy  adversely  the] 
report  continues.  The  risks  were  greater, 
the  rewards  doubtful.  Long  term  loans 
(20-25  years)  were  either  non-existent  or 
available  in  such  small  amounts  at  high 
interest  rates  to  be  unviable.  Loans  were 
normally  5-7  years. 

Asked  how  defects  could  be  remedied, 
small    retailers    called    for  Government 
assistance  for  loans  of  £50,000-100,000  at  I 
rates  of  interest  offered  by  banks. 
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Three  lose 
their  seats 
on  Council 


Two  more  Boots  employees,  Mr  Odd  (left)  and  Mr  Ross  join  Council 


Three  Pharmaceutical  Society  Council 
members  lost  their  seats  in  the  recent 
election — Mr  Maxwell  Gordon,  Dr  D.  H. 
Maddock,  and  Mr  M.  E.  Millward. 

New  members  are  Mr  Colin  Hitchings, 
Mr  Roger  Odd  and  Mr  John  M.  T.  Ross. 
Mr  A.  G.  Mervyn  Madge  has  been  re- 
elected after  a  defeat  last  year.  The  elec- 
tion of  Mr  Odd  and  Mr  Ross  means  that 
there  are  now  four  Boots  Co  Ltd  em- 
ployees on  Council.  Other  members  elec- 
ted are:  Mr  David  Dalglish,  Mr  William 
M.  Darling,  and  Mrs  Estelle  Leigh ;  not 
elected:  Mr  M.  Burden,  Mr  D.  W. 
Carrington,  Mr  D.  R.  Evans,  Mr  J.  H.  S. 
Foster,  Mrs  E.  Lucas-Smith.  Mr  H.  Stein- 
iman  did  not  seek  re-election. 

Voting  papers  issued  numbered  30,634; 
:9,753  were  returned  of  which  108  were 
(disallowed  as  invalid.  Over  200  more 
ipapers  were  sent  out  than  last  year  but 
iover  a  thousand  fewer  valid  papers  were 
ireturned. 

Auditors  elected  are:  Mr  A.  H.  Briggs, 
!Mr  E.  A.  Brocklehurst,  Mr  K.  Brooke, 
Sir  John  Hanbury,  Sir  Harry  Jephcott,  Bt. 

Department  investigates 
Sarindus  drug  prices 

The  Department  of  Health  is  seeking 
ifinancial  information  on  Devitre-Sarindus 
'Scientific  Research  Industries,  a  pharma- 
ceutical company  based  in  South  Kensing- 
ton, London. 

The  facts  were  being  sought  before  an 
article  in  The  Observer  last  Sunday  ac- 
cused the  company  of  charging  too  much 


for  its  drugs.  The  article  explained  how 
pharmacists  had  been  annoyed  at  having 
to  supply  Sarindus  drugs  on  prescription 
when  there  were  much  cheaper  alterna- 
tives: "At  least  four  doctors  in  the  Lon- 
don area  have  prescribed  drugs  sold  by 
this  company  rather  than  other,  more 
easily  obtainable,  products  which  sell  at 
a  fraction  of  the  price." 

Prices  quoted  included  1,000  Sarindus 
paracetamol  (Sarpol)  at  £12-50  compared 
with  1,000  Panadol  at  £3-10  trade.  The 
Observer  said  that  Dr  Homi  Devitre,  one 
of  the  directors,  claims  the  company's 
proceeds  are  being  used  to  finance  cancer 
research.  He  was  in  Geneva  at  the  time 
C&D  went  to  press  so  was  unavailable  for 
comment. 

The  Pharmaceutical  Society  complained 
to  the  Department  of  Health  about  the 
company  two  years  ago  and  the  president, 
Mr  Jim  Bannerman,  was  interviewed  on 
the  radio  on  Sunday  about  the  matter. 

A  Department  of  Health  spokesman 
told  C&D  that  Sarindus  marketed  drugs 
manufactured  by  other  companies  and  had 
been  advised  that  product  licences  were 
necessary  before  the  products  could  be 
promoted  to  doctors.  A  licence  for  Sar- 
digoxin  was  issued  in  March. 


Complaint  upheld  against 
drug  store  advertisements 

The  Advertising  Standards  Authority  has 
upheld  a  complaint  about  a  Press  adver- 
tisement for  a  drug  store  headed :  "Are 
you  a  Sheppey  drug  addict." 

The  ASA  considered  that  drug  addiction 
was  unsuitable  for  humourous  portrayal 
and  that  such  references  were  offensive. 
The  advertisers,  Sheppey  Drug  Stores, 
Sheerness,  Kent,  agreed  not  to  use  such 
comments  again. 

According  to  the  ASA's  March  report, 
a  complaint  was  also  upheld  against  the 
claims  made  for  various  herbal  treatments 
in  the  "Nature's  gentle  remedies"  section 
of  the  Thomson  &  Morgan  (Ipswich)  Ltd 
catalogue.  The  advertisers  of  Helancyl 
agreed  to  amend  their  copy  after  a  medical 
professor,  experienced  in  treating  obesity, 
objected  to  the  implication  that  the  product 
had  slimming  properties.  A  complaint  was 
also  upheld  against  Shadier  Ltd  for  the 
claim  that  Dannex  shampoo  "will  revitalise 
and  strengthen  the  hair" — the  advertise- 
ment was  amended  to  omit  any  reference 
to  "strengthening". 


Presentations  of  the  Pharmaceutical  Society's  gold  and  silver  Charter  Medals  for  1977  were  made  by  the  president,  Mr  J.  P. 
Bannerman,  at  the  annual  meeting  last  week.  Left,  Professor  A.  H.  Beckett,  head  of  the  department  of  pharmacy,  Chelsea 
College,  receives  the  gold  medal  which  recognises  services  to  the  Society  or  promotion  of  the  interests  of  pharmacy.  Right, 
Mr  R.  Murray  Howitt  receives  the  silver  medal  for  his  contribution  to  pharmacy  locally,  in  particular  to  Hounslow  Branch  and 
the  Chiltern  Region.  (A  report  of  the  Society's  annual  meeting  appears  on  p779.) 
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Pharmacies 
warned  off 
Grunwick 

Battersea  and  Wandsworth  Trades  Coun- 
cil, an  organisation  with  TUC  affiliations, 
is  trying  to  dissuade  pharmacies  in  the 
area  from  using  Grunwick's  film  process- 
ing services. 

The  move  is  a  further  stage  in  the  long- 
standing dispute  between  Grunwick  and 
the  Association  of  Professional  Executive 
and  Computer  Staff,  during  which  North 
London  pharmacies  have  been  picketed.  A 
spokesman  for  the  trades  council  told 
C&D  on  Wednesday  that  about  15  phar- 
macies and  photographic  dealers  had  been 
advised  to  change  their  film  processors 
and  warned  that  "a  more  public  form  of 
action" — such  as  distribution  of  leaflets — 
would  be  taken  if  they  did  not  co-operate. 
A  photographic  dealer  was  to  have  been 
picketed  on  Saturday,  but  there  were  no 
specific  plans  to  picket  pharmacies  yet. 

The  Pharmaceutical  Society  has 
reminded  the  trades  council  of  its  legal 
position  with  regard  to  pharmacy  picket- 
ing, stressing  that  the  public  must  not  be 
prevented  from  having  prescriptions  dis- 
pensed. The  Society's  head  of  publicity, 
M.  Tomison,  hopes  pharmacists  with  pro- 
blems on  the  matter  will  contact  her. 

Consumer  pressures  involve 
TPF  in  much  extra  work 

Increasing  pressure  from  consumer  groups 
together  with  the  often  ill-informed  re- 
views in  the  media  have  involved  the 
Toilet  Preparations  Federation  Ltd  in  much 
activity  to  protect  the  industry's  image. 

Mr  E.  D.  Snelling,  chairman,  writes  in 
the  TPF's  annual  report  1976:  "We  are 
in  business  because  we  supply  goods 
which  we  have  established  that  the  con- 
sumer wants.  However,  we  are  being  in- 
creasingly told,  not  necessarily  by  the 
users  themselves  that  many  of  our  goods 
are  not  what  the  consumer  wants.  They  are 
not  the  right  sizes,  the  packaging  is  wrong, 
the  composition  needs  changing  etc." 

The  TPF  is  fighting  proposals  in  EEC 
draft  Directives  on  product  liability  and 
on  misleading  advertising.  The  latter  seeks 
to  impose  legal  controls  on  advertising 
and  is  unacceptable  to  the  industry  which 
feels  the  UK  voluntary  code  is  better. 

Since  the  consultative  document  on  bar- 
gain offer  claims  was  published  in  May 
1975,  TPF  has  been  involved  in  joint  con- 
sultations with  other  industries  and  the 
Office  of  Fair  Trading.  "The  maintenance 
of  flash  offer  (money  off)  promotions  is 
of  primary  importance  to  the  industry." 
It  is  thought  that  the  matter  will  be  refer- 
red to  the  Consumer  Protection  Advisory 
Committee  this  summer. 


Mr  N.  Freedman  (left),  joint  managing 
director,  Rexone  Ltd,  receiving  the 
Distributive  Training  Award  from  Mr  J. 
Phillips,  chairman,  DITB.  The 
presentation  was  attended  by 
representatives  from  13  companies 


The  market  for  bath  additives  reached 
£24m  at  rsp  in  1976  (this  includes  a  figure 
of  about  £2-5m  sold  through  direct  door- 
to-door  distribution  methods).  Expansion 
in  sales  by  value,  according  to  the  May 
Retail  Business,  has  been  in  liquids  and 
salts;  liquids  accounted  for  67  per  cent  of 
the  market  by  value  in  1976,  compared 
with  63  per  cent  four  years  earlier.  The 
forecast  is  that  this  figure  will  increase  by 
at  least  a  further  11  per  cent  in  1977. 

Chemists  (including  Boots)  have  a  total 
market  distribution  of  both  liquids  and 
salts  of  40  per  cent,  as  opposed  to  20  per 
cent  from  grocers  and  19  from  department 
stores.  However  take  away  Boots  28  per 
cent  share  and  "other  chemists"  are  left 
with  only  12  per  cent.  Because  bath  addi- 
tives have  a  virtually  indefinite  shelf  life 
manufacturers  wishing  to  sell  off  stock 
tend  to  depress  the  average  retail  price 
and  the  margins  available.  This,  plus  the 
effect  of  lower  VAT  in  cash  terms  on  a 
discount  price,  can  often  mean  that  market 
traders  or  similar  outlets  can  undercut 
chemists  significantly.  It  is  also  apparent 
that  although  the  market  is  split  between 
the  grocery  trade  and  "chemist-style"  out- 
lets, the  sales  promotions  techniques  are 
heavily  slanted  toward  the  grocer. 

Future  trends  are  summarised  as  follows. 
Liquids  are  the  growth  area ;  it  is  felt  that 
they  will  eventually  account  for  about  80 
per  cent  of  the  market.  It  is  also  likely  that 
more  shower  products  and  products  with 
male  appeal  will  appear,  and  that  in  the 
longer  term  gels  are  likely  to  grow  at  the 
expense  of  the  liquids  and  the  market  in 
general  will  widen  to  include  oil  baths, 
creme  baths  and  possibly  skin-rub  pro- 
ducts. More  segmention  of  the  market  is 
foreseen,  with  special  products  for  teen- 
agers and  for  different  skin  types,  and 
more  "therapeutic"  products. 

In  the  toothpaste  market  the  report  feels 
that  fluoride  has  at  last  really  made  its 
mark.  In  1973,  it  says  less  than  20  per  cent 
of  toothpaste  sold  contained  fluoride. 
Today  all  large  names  have  fluoride,  with 
all  new  launches  and  reformulations  mov- 
ing to  the  fluoride  formula — the  percent- 
age of  toothpaste  sold  not  containing  fluo- 
ride is  now  in  single  figures.  Despite  the 
fact  that  in  1975  the  market  showed  an 
increase  in  volume  and  value  much  more 


Equal  maximum  fines  for 
poisons  sales  sought 

The  Pharmaceutical  Society  is  seeking  an 
amendment  to  the  Criminal  Law  Bill  to 
iron  out  anomalies  in  the  penalties  for 
illegal  sale  of  poisons. 

Sale  of  non-medicinal  poisons  under  the 
Poisons  Act  1972  will  carry  a  maximum 
fine  of  £50  but  the  maximum  fine  for  the 
sale  of  medicinal  products  under  the 
Medicines  Act  1968  is  £400.  The  Society 
wants  both  levels  to  be  £400,  arguing  the 
dangers  of  non-medical  poisons  usually 
sold  in  larger  quantities. 
□  The  Government  has  refused  to  grant 
Parliamentary  time  for  the  Abortion 
(Amendment)  Bill;  the  Society  was  seek- 
ing to  exempt  pharmacies  carrying  out 
pregnancy  tests  from  the  Bill's  licensing 
provisions  (C&D,  May  14,  p674). 


marked  than  the  trend  up  to  that  year — 
probably  because  of  the  accent  placed  by 
manufacturers  on  medical  benefits  com- 
bined with  the  publicity  given  to  dental 
hygiene — there  is  no  evidence  to  suggest 
that  the  market  has  reached  saturation 
point.  The  general  feeling  is  that  even  if 
most  of  the  population  who  still  have  their 
own  teeth  now  brush  them  once  a  day  it 
is  still  possible  to  encourage  more  frequent 
brushing.  It  is  estimated  that  in  1976  about 
two-thirds  of  toothpaste  was  sold  via 
grocers  and,  of  the  balance  about  half 
went  through  chemists.  It  seems  that 
grocers  are  more  popular  now  than  they 
were  because  they  tend  to  stick  to  the 
brand  leaders  while  chemists  are  seen  to 
carry  a  wider  range,  including  the  smaller 
brands.  Toothpaste  is  also  purchased  in 
larger  quantities  at  grocers. 

Although  "unsung  and  little  advertised" 
the  market  for  denture  cleaners  is  relatively 
large.  Surprisingly,  toothpastes  do  present 
them  with  competition — the  reason  being 
that  many  people  continue  to  use  tooth- 
paste on  their  dentures,  either  because  it 
is  already  in  the  home  or  because  they 
equate  using  a  denture  cleaner  with  "being 
old"  (people  who  do  not  admit  to  having 
dentures  don't  keep  a  denture  cleaner  in 
the  bathroom).  The  competition  with 
toothpaste  is  demonstrated  again  by  people 
who  have  both  their  own  teeth  and  den- 
tures and  therefore  should  use  both  pro- 
ducts— but  tend  only  to  use  toothpaste. 
The  EIU  finds  that  the  modern  trend  is 
toward  brushing  rather  than  soaking  so 
that  wearers  don't  have  to  be  without  their 
dentures  for  any  length  of  time. 

It  is  estimated  that  in  1976  the  denture 
cleaner  market  was  worth  £15m  at  rsp. 
Although,  because  of  the  increased  aware- 
ness of  dental  hygiene,  the  long  term  pro- 
spects for  denture  cleaners  are  less  than 
certain,  a  large  proportion  of  the  older 
generation  will  be  using  the  products  for 
some  time  to  come.  The  EIU  concludes 
that  the  market  could  be  increased  signific- 
antly with  more  shelf  space  and  perhaps 
more  advertising  aimed  at  making  denture 
cleaners  more  socially  acceptable. 

Retail  Business  (No  231:  May  1977)  is 
published  by  the  Economist  Intelligence 
Unit  Ltd,  Spencer  House,  27  St  James's 
Place,  London  SW1  INT. 


Independents  losing  out  on  bath  additives,  toothpaste? 
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PHILIPS  REPORT 


PHILIPS 


Our  big  new  press  campaign 
will  tellyour  customers  all  they  want 
to  knowabout  Philips  Sun  Lamps. 


The  Philips  Ultraphil 
HP  3115. 

We've  researched  the 
product.  We've  researched 
the  advertising. 

And  we  discovered  your 
customers  want  all  the  facts 
about  safety. 

That's  why  we  say  in 
our  new  Press  campaign 
for  the  Philips  Ultraphil  De  Luxe 
"it's  the  only  sun  lamp  bright 
enough  to  switch  itself  off'' 

That's  the  unique  feature  of 
the  Ultraphil  HP  3115  an 
electronic  cut  out  which  makes  it 
one  of  the  safest  on  the  market. 

And  the  Ultraphil  is  also  one  of 
the  most  effective,  giving  the 
whole  family  an  even  natural  tan. 

The  story  breaks  in  the 


Observer  Magazine,  Sunday 
Times  Magazine,  Punch,  Radio 
Times  and  the  Sunday  Telegraph 
Magazine. 

The  campaign  starts  in  June 
and  runs  through  to 
October. 

Be  ready.  Order 
your  stocks  now. 

Simply  years  ahead. 
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Dorit  be  lost  for  words... 


. . .  when  your  customers  come  looking  for 
effective  relief  from  their  mild  sore  throats 
and  minor  mouth  irritations. 
Take  advantage  of  our  profitable  bonus 
offer  now  -  offer  ends  on  May  31  st. 


Each  'Tyrozets'  lozenge  contains  1  mg  tyrothricin  and  5  mg  benzocaine  B  P 
Detailed  information  is  available  on  request. 

TYROZETS® 

a  'pharmacy  only' product 


0,  R,  D,  E,  R.f  A°<A 


MERCK 
SHARP 

dohme     Merck  Sharp  &  Dohme  Limited,  Hoddesdon,  Hertfordshire,  EN11  9BU.  Telephone  Hoddesdon  67272 

®  denotes  registered  trademark.  By  permission  of  J.  W.  Spear  &  Sons  Ltd.,  manufacturers  of  Scrabble® 


77-4586 
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People 


Mr  Jim  Beisty  is  to  retire  on  May  31  after 
19  years  representing  Pharmaceutical  Pack- 
aging (Leeds)  Ltd  in  south-east  London, 
south  and  south-west  England  (see  p781). 
\  musical  work  for  soprano  solo,  chorus, 
:>rgan  and  orchestra  by  Mr  F.  R.  Bayford, 
MPS,  is  to  receive  its  first  performance  on 
May  28,  by  Enfield  Choral  Society.  The 
work  is  Mr  Bayford's  second  motet  to 
words  by  John  Donne  (opus  30).  Mr 
Bayford  is  principal  pharmacist  at  Enfield 
3roup  Hospital's  Chase  Wing. 

Deaths 

Graham:  On  May  16,  Margaret  Ann 
Graham,  8A  Gibson  Crescent,  Johnstone, 
who  retired  from  the  Register  in  1964. 

Mews  in  brief 

□  Chemicals  output  increased  by  10  per 
:ent  in  1976  reaching  1327  (1970=100) 
iccording  to  the  quarterly  economics  bulle- 
in  of  the  UK  chemical  industry. 

□  The  index  of  retail  prices  for  all  items 
for  April  was  1803  (January  1974=100) 
representing  an  increase  of  2  6  per  cent  on 
March  and  17  5  per  cent  over  the  year. 
rjThe  second  edition  of  the  non-statutory 
guide  to  the  Electrical  Equipment  (Safety) 
Regulations  1975  as  amended  by  the  Elec- 
irical  Equipment  (Safety)  (Amendment) 
Regulations  1976  has  been  published  by 
he  Department  of  Prices  and  Consumer 
Protection.  The  guide  lists  British  Stan- 
lards  regarded  as  acceptable  by  the 
Government  for  the  purposes  of  the  Regu- 
lations. "Administrative  Guidance  on  the 
ilectrical  Equipment  (Safety)  Regulations 
1975  and  the  Electrical  Equipment  (Safety) 
Amendment)  Regulations  1976",  HM 
Stationery  Office,  £1-50). 


Ar  Apperley  MPS  (right),  Stourbridge, 
vinner  of  a  recent  Libresse  Comfort 
rade  competition,  being  presented  with 
he  log  book  of  his  prize  Maxi  68  yacht 
)y  Mr  Les  Thomas,  general  sales 
nanager  of  Sancella  Ltd 
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Topical  reflections 

BY  XRAYSER 


Finance 

My  experience  goes  back  a  very  long  way,  and  I  can  scarcely  remember  the 
time  when  the  nation  was  not  in  a  state  of  financial  crisis.  All  through  the 
years  it  has  seemed  that  "now"  was  not  an  appropriate  time  to  go  cap  in 
hand  to  the  Department,  for  the  whole  country  had  suddenly  reached  the 
edge  of  a  precipice  and  a  ha'penny  on  the  dispensing  fee  or  one-tenth  of  a 
penny  on  the  container  allowance  would  have  hurled  us  over  the  edge.  It 
almost  seemed  to  be  policy  in  official  circles  to  divine  when  the  chemist  was 
likely  to  come  forward  with  a  case  for  a  review  of  the  terms  of  service  and  to 
forestall  the  demand  by  a  sudden  discovery  that  we  were  being  overpaid. 

I  cannot  pretend  to  follow  either  Government  or  Committee  into  the  rare 
mathematical  atmosphere  in  which,  from  totally  different  standpoints,  they 
face  each  other,  but  I  am  conscious  of  the  fact  that  a  theoretical  overpayment 
in  1975  has  been  belatedly  discovered  and  the  pharmacist  is  threatened  with 
deductions  to  make  good  the  alleged  deficit.  I  don't  doubt  that  both  sides  to 
the  dispute  have  their  reasons  for  disagreement,  but  it  seems  to  the  ordinary 
practising  pharmacist  to  be  an  obscure  argument,  based  on  a  hypothetical 
piece  of  averaging.  Nevertheless,  we  have  elected  representatives  to  look 
after  our  interests.  They  are  steeped  in  the  complexities  of  remuneration 
under  a  system  which  ever  grows  more  complex. 

But  overall  the  position  remains  one  of  one  party  to  a  contract  thinking  it 
is  underpaid,  while  the  keeper  of  the  purse-strings  takes  the  fight  to  the 
enemy,  not  only  by  suggesting  a  cut  now,  but  also  proposing  to  make  the 
cut  retrospective.  We  must  support  our  leaders  and  wish  them  success  in 
their  negotiations  on  our  behalf. 

Defensive 

I  happened  recently  to  see  programmes  concerned  with  drugs  which,  starting 
out  with  great  promise,  were  eventually  found  to  produce,  in  some  people, 
undesirable  side  effects  resulting  in  some  cases  in  distressing  and  permanent 
damage.  In  both  broadcasts,  some  of  the  innocent  victims  were  interviewed 
and  opinions  were  expressed  by  experts.  Professor  Sir  Eric  Scowen,  of  the 
Committee  on  Safety  of  Medicines,  said  that  doctors  could  not  be  expected 
to  recognise  unexpected  side  effects,  especially  when  they  mimicked 
natural  diseases  and  one  has  sympathy  for  both  doctor  and  patient  in  such 
cases.  Nevertheless,  it  seems  to  me  as  a  practising  pharmacist,  that  the 
general  practitioner  is  under  pressure  of  work  and  pressure  from 
manufacturers,  and  it  may  not  be  sufficient  for  the  makers  to  say  that  the 
doctors  had  known  of  the  side  effects,  I  have  known  such  knowledge 
conveyed  in  very  small  type.  There  must  be  eternal  vigilance. 


Rates  changes  proposed  to  help  small  business 


The  Government  aims  to  help  small  busi- 
nesses by  giving  all  ratepayers  the  right 
to  pay  rates  by  instalments.  Local  authori- 
ties are  also  to  be  given  wider  discretion 
in  fixing  the  timing,  number  and  other 
details  of  payments. 

A  Green  Paper  published  last  week  in 
response  to  the  Layfield  Committee's  re- 
port on  local  government  finance  says  that 
the  Government  proposes  to  introduce 
legislation  so  that  ratepayers  who  live  in 
mixed  commercial  and  domestic  property 
— such  as  a  shop  with  living  accommoda- 
tion above — get    a    fair   proportion  of 


domestic  rate  relief  on  hte  domestic  part. 

As  an  interim  measure  legislation  will 
provide  for  one  quarter  domestic  relief  on 
"mixed"  properties  v/here  the  domestic 
portion  is  less  than  half  the  value  of  the 
total.  At  present  such  properties  get  no 
domestic  relief  at  all.  At  the  next  revalua- 
tion the  commercial  and  domestic  parts 
would  be  valued  separately  and  ratepayers 
would  pay  the  same  on  the  domestic  part 
as  if  it  were  a  separate  domestic  property. 

Views  on  the  Green  Paper,  which  relates 
to  England  and  Wales,  are  asked  for  by 
the  end  of  September. 
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Successful  first  year 

Large  increases  in  volume  sales  through 
chemists  of  proprietary  medicines,  toiletries 
and  household  products  are  reported  by 
LR/Sanitas,  Sanitas  House,  Stockwell 
Green,  London  SW9  9JJ,  in  the  first  full 
year  since  the  company  was  reorganised  by 
a  merger  of  LR  Industries  and  the  Sanitas 
Group,  both  subsidiaries  of  LRC  Inter- 
national. Mr  R.  C.  A.  Hall,  sales  and 
marketing  director,  said  that  they  had  not 
only  achieved  the  planned  volume  sales 
increase  through  chemists,  they  also  sub- 
stantially exceeded  their  sales  target. 

Amongst  the  products  which  did  particu- 
larly well  through  chemists  were  cough 
medicines,  particularly  Buttercup,  the  lead- 
ing brand  in  the  midlands  and  the  north. 
Marigold  house  gloves  and  Halex  tooth- 
brushes made  gains  in  both  volume  sales 
and  market  share,  and  Eucryl  toothpowder, 
relaunched  during  the  year  with  new 
flavours,  is  reported  as  being  up  20  per 
cent  in  volume  sales  compared  with  12 
months  ago.  Sales  of  Ralgex  products  also 
registered  their  biggest  increase  ever. 

In  addition  LR/Sanitas  feel  that  their 
brands  have  benefitted  from  major  adver- 
tising campaigns  during  the  year;  in  the 
next  12  months  LR/Sanitas  will  step  up 
advertising  and  promotional  spending  in 
excess  of  £2  million.  Among  the  first  cam- 
paigns will  be  a  major  burst  of  advertising 
for  Eucryl  which  breaks  nationally  on 
June  26  and  runs  for  four  weeks. 

Funny  Face  soaps  withdrawn 

The  Funny  Face  range  of  Old  Spice  soaps 
has  been  withdrawn  as  Shulton  (Great 
Britain)  Ltd  have  been  advised  by  their 
solicitors  that  packaging  will  involve  a 
breach  of  the  Trade  Descriptions  Act 
1968.  The  range  comprises  "soapy  Bunny," 
"soapy  Sam"  and  "Tiger"  soaps  in  closed 
cartons  and  featuring  moving  eyes.  Phar- 
macists are  asked  to  ensure  that  the  pro- 
ducts are  no  longer  offered  for  sale.  Stock 


should  be  returned  for  full  credit  to  the 
company  at  Avenue  Road,  Seaton  Delaval, 
Whitley  Bay,  Northumberland.  Shulton 
(Great  Britain)  Ltd  are  paying  costs  of 
return  by  British  Road  Services ;  retailers 
should  telephone  their  nearest  branch  and 
arrange  for  them  to  call. 

Price  increases  amended 

Johnson  &  Johnson  Ltd,  260  Bath  Road, 
Slough,  Berks  SL1  4EA,  say  that  "a  change 
of  circumstances"  has  enabled  them  to  re- 
duce slightly  the  planned  increase  in  the 
prices  of  J  Cloth  cloths  and  K-Y  jelly. 
(The  prices  recorded  in  the  current  C&D 
Price  Supplement  are  therefore  no  longer 
correct.)  The  revised  price  structures 
(each)  are :  J  Cloth  cloths  assorted  6's 
£0  33  (£0  231  trade);  green  extra  large 
£0  77  (£0  534  trade);  K-Y  jelly  £0  61 
(£0  393  trade);  large  £098  (£0598  trade). 

Silver  Jubilee  closings 

The  following  have  notified  us  that  their 
offices  will  be  closed  from  close  of  business 
on  Friday  June  3  to  start  of  business  on 
Wednesday  June  8 : 

CIBA   Laboratories,   Wimblehurst  Road, 
Horsham,  West  Sussex  RH12  4AB. 
Upjohn  Ltd,  Fleming  Way,  Crawley,  West 
Sussex,  RH10  2NJ.  Emergency  supplies  can 
be  obtained  from  John  Bell  &  Croydon,  51 
Wigmore  Street,  London  Wl. 
From  close  of  business  Friday  June  3  to 
start  of  business  on  Thursday  June  9: 
Parke,  Davis  &  Co  Ltd,  Usk  Road,  Ponty- 
pool,  Gwent  NP4  8YH,  and  their  Carfin 
distribution    depot    will    be    closed  on 
Monday  June  6  and  Tuesday  June  7. 

Cabdriver  range  orders 

From  June  1,  all  orders,  payments  and 
correspondence  concerning  the  Cabdriver 
range  should  be  addressed  to  Ford  Jackson 
&  Co  (Sales)  Ltd,  Church  Street,  Castle- 
ford,  West  Yorks  WF10  1ES.  Despatch  of 
goods  will  still  be  made  by  Halas  Labora- 
tories Ltd,  Thorp  Arch  Trading  Estate, 
Wetherby,  Yorks,  to  whom  queries  on 
deliveries  and  accounts  should  be  addressed. 

Tabac's  Concorde  competition 

Eylure  Ltd,  Grange  Industrial  Estate, 
Llanfrechfa  Way,  Cwbran,  Gwent,  are 
running  a  double  competition  with  Tabac 
original,  one  part  for  the  trade  and  one 
for  consumers.  The  trade  competition  con- 
sists of  a  draw ;  tickets  are  available  with 
each  order  of  specified  Tabac  products. 


Some  of  the  display 
material  available  in 
connection  with  the 
Concorde 
competition  from 
Tabac  original 
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Various  "deals"  are  involved,  and  the 
larger  the  deal  ordered  the  greater  the 
number  of  draw  tickets  the  retailer  will  be 
entitled  to.  The  trade  winner  can  take  a 
partner  on  the  British  Airways  Concorde 
flight  to  Washington.  The  consumer  com- 
petition consists  of  entrants  having  to  fill 
in  a  slogan  to  an  incident  picture  on  the 
entry  form,  to  which  a  holiday  voucher 
must  be  attached.  These  are  only  available 
with  a  Tabac  product  purchased  during  the 
competition  period  which  ends  on  August 
31.  The  consumer  prize  consists  of  seats 
for  two  winning  couples  on  the  Concorde 
flight  and  a  stay  in  America's  capital  city, 
a  visit  to  Disneyland  and  a  few  days  in 
sunny  Miami. 

Pack  and  bonus  from  ICC 

A  new  composite  pack  Freezone,  Com- 
pound W  and  Anbesol  has  been  produced 
by  International  Chemical  Company  Ltd, 
11  Chenies  Street,  London  WC1E  7ET.  It 
has  been  designed  to  contain  one  dozen  of 
all  three  products  and  will  be  on  bonus 
daring  June. 

Numark  deals 

Several  "special  offers"  will  be  available  to 
all  independent  pharmacies  buying  the 
following  items  from  Independent  Chemists 
Marketing  Ltd,  51  Boreham  Road,  War- 
minster, Wilts,  until  June  24:  Velure  and 
Spontex  sponges — including  Moppets — 
Nusoft  teats  and  feeders,  Lotus  cold  cream 
and  nail  polish  remover,  Nusoft  kitchen 
rolls  and  tissues.  There  will  also  be  special 
introductory  offers  on  the  recently  re- 
launched Nusoft  sanitary  belts  and  the 
Sylvania  Flip  Flash  and  Flash  bar.  ICML 
have  decided  to  repeat  their  recent  offer 
on  Velure  and  Spontex  sponges  which  will 
enable  the  consumer  to  save  between  5p 
and  1 2p  per  sponge. 

Those  wishing  to  buy  Nusoft  teats  and 
feeders  can  also  save  up  to  lOp  on  their 
purchases,  with  ICML  also  cutting  their 
margins  to  retailers  for  the  duration  of 
this  promotion.  An  extra  15  per  cent  dis- 
count is  being  offered  to  retailers  buying 
Lotus  cleansing  cold  cream  and  nail  polish 
remover.  A  free  case  of  Nusoft  16s  pocket 
tissues  is  offered  on  orders  of  a  mix  of  12 
cases  of  Nusoft  150s,  16s  or  Nusoft  kitchen 
towels,  plus,  in  some  cases,  an  additional 
seven  and  a  half  per  cent  discount.  A 
mixed  order  of  six  cases  will  qualify  for 
half  a  case  of  Nusoft  16s  free. 

ICML  are  also  continuing  their  dis- 
counts on  hot  water  bottles,  sunglasses, 
Sunpure  cordials  and  their  blackcurrant 
health  drink. 

Relaunch  of  Three  Wishes 

A  relaunch  of  the  Three  Wishes  range  is 
being  undertaken  by  Elida  Gibbs  Ltd,  PO 
Box  1DY,  Portman  Square,  London  W1A 
1DY,  who  are  also  adding  a  roll-on  anti- 
perspirant  deodorant.  The  relaunch  cam- 
paign is  expected  to  cost  £1  million  and 
during  the  next  12  months  a  total  of  £16 
million  is  to  support  the  range.  The 
campaign  breaks  nationwide  next  month. 
Television  and  women's  magazines  will  be 
used  along  with  below-the-line  advertising 
and  promotions,  including  consumer  samp- 
ling operations. 

The  entry  of  Three  Wishes  into  the  roll- 
on  deodorant  sector  has  been  determined 
by  the  growth  of  the  market.  In  retail 
value   percentages   of  the  antiperspirant 


28  May  1977 


Chemist  &  Druggist  751 


sector,  roll-ons  took  up  £21  m  in  1975. 
Last  year  the  figure  rose  to  £26m  and 
Elida  Gibbs  predict  it  will  advance  this 
year  to  £28m.  The  recommended  retail 
price  of  the  roll-on  is  £0  44,  with  an  intro- 
ductory offer  of  £0  29. 

Stuart  Blinder,  the  man  in  charge  of  the 
campaign,  defined  two  fundamental  aims 
of  the  relaunch :  To  bring  the  consumers 
an  improved  product  for  each  individual 
item  in  the  range  and  to  achieve  a  greater 
all-round  range  unification.  The  packaging 
across  the  whole  Three  Wishes  collection 
has  been  redesigned  for  greater  shelf  im- 
pact and  range  identity.  Three  Wishes  foam 
bath  now  has  a  new  bulbous-shaped  bottle 
and  has  been  reformulated  as  a  rich, 
creamy  product.  The  price  of  the  standard 
size  has  been  maintained  but  the  contents 
raised  to  300cc  and  the  price  of  the  500cc 
size  reduced  by  £01 5.  Three  Wishes  soap 
now  incorporates  moisturising  cream  en- 
hancing the  range's  skin  care  properties. 
All  the  perfumes  have  been  reformulated 
in  the  light  of  researched  consumer  pre- 
ferences. Elida  Gibbs  report  that,  "the 
Wild  Peach  perfume  has  proved  so  con- 
sistent with  skin  care  that  its  entire  con- 
cept and  formulation  have  won  research 
jscores  unique  in  the  company's  experience," 
and  it  is  maintained  that  Three  Wishes 
soap  is  now  solidly  positioned  at  the  high- 
quality,  skin  care  end  of  the  market. 

For  Three  Wishes  talc  the  package's 
surface  design  has  been  improved  and  the 
perfume  reformulated. 

Apocaire  June  promotions 

Offers  available  from  Apocaire,  Sangers 
Ltd,  Cinema  House,  225  Oxford  Street, 
London  W1R  1AE,  during  June  include: 
Airball  air  freshener,  Atlas  flash  bulbs 
AG3B,  Born  Blonde,  Dry  Look  men's  hair- 
spray, Kleenex  soft  white  tissues  and 
Bright  and  Beautiful  toilet  tissue,  Kotex 
Brevia  and  Simplicity,  Lilia  towels,  Radox 
liquid,  Signal  toothpaste,  Supersoft  hair- 
spray  and  shampoo,  Sure  aerosol  and  roll- 
on,  Tufty  Tails,  Vapona  fly  killer  and 
small  space  insect  killer,  Wilkinson  Sword 
Bonded  blades. 

Unichem  bargain  buys 

'Bargain  buys"  available  from  Unichem 
Ltd,  Crown  House,  Modern,  Surrey.  June 
'3-28,    include:    Alka    Seltzer,  Allfresh 

;iean-ups,  Allurell  hairspray,  Brut  33  talc, 
Diocalm,  Elastoplast  stretch  fabric  and 
ringer  dressings,  Elseve  Balsam  beauty 
shampoo,  Feminax,  Foamy  regular, 
Gillette  Techmatic  cartridges,  Platinum 
blades  and  super  silver  blades,  Glucodin, 


Kotex  Brevia,  Lanacane,  Nice  'N  Easy, 
Radian  B  liniment,  Right  Guard  antiper- 
spirant,  deodorant  and  double  protection, 
Simple  Soap  (Special  twin  pack).  A  mid- 
month  offer  on  Cow  &  Gate  strained  baby 
meals  is  available  June  22-29. 


New 
products 


Cosmetics  and  toiletries 

Eylure's  nail  care  five 

Eylure  Ltd  have  introduced  five  nail  care 
products.  The  dabber  (£0  69),  to  strengthen 
fragile  nails,  is  applied  with  a  fibre-tip 
applicator  and  is  said  to  accelerate  nail 
growth.  Cuticle  control  (£0-65)  softens 
and  removes  unsightly  cuticles.  Fast 
strength  (£0  65),  providing  an  invisible 
plastic  coating  to  make  soft  nails  hard  and 
chip  resistant,  is  said  to  be  porous  enough 
to  let  nails  "breathe".  There  is  also  a  hand 
care  cream  (£0-55)  and  a  nail  care  cream 
(£0-55)  to  maintain  the  healthy  appearance 
of  nails  (Eylure  Ltd,  Grange  Industrial 
Estate,  Llanfrechfa  Way,  Cwmbran,  Gwent). 

Electrical 

Russell  Hobbs  multi-speed  dryer 

Russell  Hobbs  introduced  a  multi-speed 
hairdryer  at  the  International  Domestic 
Electrical  Appliances  trade  fair  this  month. 
The  8004  hairdryer  (about  £16  31)  has  a 
slide  control  which  gives  a  number  of 
different  drying  speeds,  fast  for  a  high 
warm  airflow  and  slow  for  styling.  Attach- 
ments include  a  clip-on  brush  and  comb 
and  a  concentrator.  The  hairdryer  is  com- 
pact and  lightweight  with  a  recessed  hand 
grip;  it  is  fitted  with  an  automatic  re-set 
cut-out  to  prevent  overheating  (Russell 
Hobbs  Ltd,  Blythe  Bridge,  Staffs). 


Prescription  specialities 


CYCLOGEST  suppositories 

Manufacturer  L.  D.  Collins  &  Co  Ltd,  49 
High  Street,  Barnet,  Herts  LN5  5UW 
Description  White  suppositories  containing 
200mg  or  400mg  progesterone 
Indications  Treatment  of  premenstrual 
syndrome,  including  premenstrual  tension, 
depression,  migraine,  epilepsy  and  asthma; 
treatment  of  puerperal  depression;  relief 
of  toxaemic  symptoms  in  pregnancy 
Dosage  200mg  daily  to  400mg  twice  daily 
by  rectal  or  vaginal  insertion.  For  premen- 
strual syndrome  commence  treatment  on 
day  14  of  menstrual  cycle  and  continue 
until  onset  of  menstruation.  If  symptoms 
are  present  at  ovulation  commence  treat- 
ment on  day  12 

Side    effects    Overdosage    may  produce 

euphoria  or  dysmenorrhoea.  Menstruation 

may  occur  earlier  than  expected  or,  more 

rarely,  may  be  delayed 

Storage  In  a  cool,  dry  place 

Packs    12    suppositories — 200mg  (£2-80 

trade)  and  400mg  (£4-20) 

Supply  restrictions  PI,  S4B 

Issued  May  1977 

Phytocil  on  bonus 

New  display  outers  for  Phytocil  cream  and 
powder  have  been  introduced  by  Radiol 
Chemicals  Ltd,  Stepfield,  Witham,  Essex 
CM8  3AG.  Direct  buying  terms  offer  72 
as  54,  36  as  30  or  12  as  11  and  the  pro- 
ducts can  be  included  with  any  other  items 
from  the  Radian-Radiol-Wade  and  Biovital 
ranges  to  qualify  for  an  extra  124  per  cent 
discount  on  a  £50  order  or  10  per  cent  on 
a  £25  order.  A  recent  mail  shot  to  26,003 
doctors  is  being  backed  by  a  campaign  in 
General  Practioner  during  June. 

Aureomycin  topical  pack  change 

The  25g  size  of  Aureomycin  topical  oint- 
ment 3  per  cent  is  being  replaced  by  a 
30g  size  (£0  88  trade)  by  Lederle  Labora- 
tories,  Fareham   Road,   Gosport,  Hants. 


on  TV 
next  week 


Ln — London;  M — Midlands;  Lc — Lancashire; 
Y— Yorkshire;  Sc— Scotland;  WW— Wales  and 
West;  So— South;  NE— North-east;  A— Anglia; 
U— Ulster;  We — Westward;  B— Border; 
G — Grampian;  E — Eireann;  CI — Channel  Island. 

Anadin:  All  areas 
Braun:  All  areas 
Complan:  Lc 

Crest:  Lc,  Y,  Sc,  So,  A,  U,  We 
Etastoplast:  All  except  E 
Harmony  colourant:  Y,  NE 
Harmony  hairspray:  All  areas 
Head  &  Shoulders:  Ln,  So,  We,  CI 
Herbal  Sensation:  WW,  We 
Max  Factor  Maxi:  All  except  E 
Mum  rollette:  All  except  E 
Nivea:  Sc,  G,  A,  U 
Slender:  All  areas 
Sudocrem:  Lc 
Sure:  All  areas 
Vitarich:  Lc 

Wilkinson  Sword  blades:  All  areas 
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A  van  for 


Most  vans  treat  you  like  part  of  the  load. 

Which  explains  why  the  owners  of  one  man 
businesses  find  it  hard  to  travel  in  a  style  that  befits 
their  position. 

It  also  explains  why  Toyota  introduced  the 
Corolla  Van. 

A  van  with  a  split  personality  if  ever  there 
was  one. 


In  the  back  end,  there's  47.5  cu.ft.of  nothi 
devoid  of  any  creature  comforts  at  all. 

It  has  no  sill  to  get  in  the  way  when  you' 
loading.  So  it'll  take  a  full  load  of  9.7cwt.withou 
breaking  its  back  or  yours. 

Up  front,  from  the  built-in  head  restraint 
to  the  cigarette  lighter,  the  Corolla  Van  is  every  t 
as  comfortable  and  quiet  as  many  estate  cars. 

In  the  light  of  all  this,  may  we  suggest  you 
don  your  financial  director's  cap  and  propose 
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A  car  for 
the  boss. 


r  company  invests  in  a  Corolla  Van. 

If  you  have  any  trouble  finding  a  seconder 
our  proposal  (that'll  be  the  day)  remind 
rself  that  the  Corolla's  1166  cc  engine  will  do 
npg  on  low  grade  petrol. 

Tell  yourself  that  its  warranty  lasts  for 30,000 
es  or  twelve  months  whichever  comes  first. 

Then  last,  but  most  important,  remember 
in  a  recent  independent  survey  of  20  different 
<:es  of  car  registered  in'75  and'76,Toyotas  had  the 


fewest  breakdowns  and  needed  the  fewest  repairs. 

After  that  little  lot,  the  result  should  be  a 
foregone  conclusion. 

For  once  both  sides  of  industry  will  be 
thinking  as  one. 

TOYOTA 

Everything  keeps  going  right. 

For  further  information,  contact  the  Commercial  Sales 
Department, Toyota  (GB)  Ltd.,320  Purley  Way, Croydon  CR9  4HB.Tel:  01-681 1921. 


754    Chemist  &  Druggist 


28  May  1977 


NATURA  PRODUCTS 

and 

REPLICA  PERFUMES 

Cordially  invite  retail  chemists  to  visit  us  at  the 
following  Christmas  Showrooms  to  view  our  range 
of  products. 

GLASGOW  —  HENDON  —  HARROGATE  — 
BRIGHTON   —  CARDIFF  —  MANCHESTER 

90  Belsize  Lane,  London,  N.W.3 
Telephone:  01-435  1193 


VICTOR  OF  MILAN 

91  Acton  Lane,  London,  N.W.10 
Invite  you  to  see  their 

CHRISTMAS  RANGE 

at 


HARROGATE 

BIRMINGHAM 

BRIGHTON 


MANCHESTER 
HENDON  HALL 
ABERDEEN 


SupcruitE 

6  (LONDON)  LTD. 

invite  you 
to  their  range 
of 

PERFUMERY 
PARAPHERNALIA 

COMPACTS,  POMANDERS, 
DRESSING  TABLE  SETS, 
PERFUME  SPRAYS, 
MANICURE  SETS,  MIRRORS, 
VANITY  CASES,  JEWELLERY, 
LADY  JAYNE. 

UNIT  5 

25,  LATTIMORE  ROAD, 
ST.  ALBANS 
HERTS. 
TEL:  ST.  ALBANS  55156 


Jean  Sorelle  Limited 
Potter  and  Moore  Ltd 

GLASGOW 

Central  Hotel.  Glasgow.  12th  June  until  16th  incl. 
HENDON 

Hendon  Hall  Hotel,  Hendon  N.W.4.  12th  June  until  16th  incl. 
HARROGATE 

Majestic  Hotel,  Harrogate.  19th  June  until  23rd  incl. 
BRIGHTON 

Metropole  Hotel,  Brighton.  3rd  July  until  7th  incl. 
MANCHESTER 

Piccadilly  Hotel,  Manchester.  10th  July  until  14th  incl. 
BIRMINGHAM 

Midland  Hotel,  Birmingham.  10th  July  until  14th  incl. 

Full  ranges  on  permanent  show  at  London  Office: 

117/123  Great  Portland  Street,  London,  W1N  6AH 

Telephone:  01-636  8677 


presents 
the  19 7  7  range  of 

^Personality 
njts 

Regular  -  still  under  £1.00 
Fragrance  -  Fontaine  and  Forget-Me-Not 
Economy  for  men  -  Personality  Tabac 

PLUS 

Fascinating  new  Novelty  Range 
Personality  Pets 
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Whys  and  wherefores  of 
Christmas  trade  shows 


Christmas,  it  is  said,  comes  but  once  a 
year — and  when  it  does  it  should  by  its 
very  nature  bring  the  retailer  extra  sales. 
Many  of  the  extra  sales  for  chemists  come 
from  gift  packs — or  rather  should,  because 
it  is  the  opinion  of  some  cosmetics  and 
toiletries  manufacturers  that  this  is  an  area 
of  the  market  not  always  properly  exploi- 
ted by  chemists. 

A  popular  misconception,  according  to 
Mr  Bangs,  sales  manager  of  Eylure  Ltd,  is 
that  the  sale  of  a  Christmas  gift  pack 
means  the  loss  of  a  sale  of  another  item. 
But  in  fact  the  products  with  which  the 
gift  packs  are  competing  are  clothing, 
jewellery,  chocolates,  books,  or  perhaps 
something  even  more  expensive  in  the 
domestic  appliance  or  motor  accessory  line. 
So  that  while  it  is  true  to  say  that  it 
becomes  more  difficult  year  after  inflation- 
ary year  to  persuade  people  to  part  with 
money  for  presents,  it  will  never  become 
impossible — people  will  always  want  to 
buy  their  family  and  friends  something  as 
an  expression  of  love  and  friendship  in 
the  season  of  goodwill. 

What  is  happening,  however,  and  what 


will  become  increasingly  more  apparent,  is 
that  consumers  will  "trade  down"  for  the 
presents  they  buy.  And  where  better  to  do 
that  than  in  the  local  pharmacy  with  its 
gift  sets  of  perfumery,  bath  additives  and 
so  on?  Assuming,  therefore,  that  the 
chemist  has  an  interesting  enough  stock  of 
these  items  it  is  he  who  will  benefit,  Mr 
Bangs  believes  probably  more  than  any 
other  shop  in  the  High  Street,  from  the 
trading  down  of  Christmas  goodwill. 

Maximise 

However,  to  take  advantage  of  this  trend 
the  retailer  must  make  the  effort  to  buy 
wise'.y  and  display  a  good  range  of  Christ- 
mas gifts.  For  most  chemists,  Christmas 
provides  the  year's  peak  in  counter  trade — 
but  is  the  most  made  of  the  sales  opport- 
unity? Is  the  profit  potential  being  maximi- 
sed? Cleverly  displayed  gift  packs  do 
attract  impulse  buyers — and  despite  rum- 
ours to  the  contrary,  women  still  like  to  be 
given  attractively  packaged  goods,  especi- 
ally perfumes. 

In  the  past  there  has  been  a  great  deal 
of  concern  about  the  cost  of  gift  packag- 


ing. Today  it  is  probably  true  to  say  that 
manufacturers  aim  not  to  pass  on  too 
much  extra  cost  to  the  customers.  It  is  also 
a  fact  that  they  have  "rationalised"  their 
packs  in  recent  years  as  the  costs  have 
gone  up.  Individual  items  now  tend  to 
have  a  simple  festive  sleeve  over  the 
normal  boxes — and  little  else.  The  rationa- 
lisation has  also  meant  that  more  packs 
can  be  put  on  to  a  shelf.  But  as  mentioned 
earlier,  packaging  still  sells. 

Many  manufacturers  and  distributors 
hold  shows  to  help  independent  retailers 
choose  from  the  gift  packs  they  offer,  and 
frequently  they  join  together  in  the  same 
venue  to  increase  the  incentive  to  visit  the 
shows.  (Details  of  some  venues  are  given 
at  the  end  of  this  report.)  The  advantage  of 
the  independent  is,  of  course,  that  not  only 
can  he  compare  products,  but  each  sup- 
plier can  display  a  much  wider  range  of 
merchandise  than  would  be  possible  in  a 
chemist's  own  premises. 

Last  year  a  number  of  suppliers  worked 
together  in   an   attempt  to   improve  the 
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EYLURE  LTD. 

Look  forward  to  welcoming 
their  Chemist  and  Druggist 
customers  to  see  their  fabulous 
Christmas  Ranges. 


TABAC  ORIGINAL 
French  Almond 

OPENING  SUNDAYS  AT: 

Central  Hotel,  Glasgow 

Hendon  Hall  Hotel 
Hotel  Majestic,  Harrogate 
Five  Bridges  Hotel,  Gateshead 
Hotel  Metropole,  Brighton 
Midland  Hotel,  Birmingham 
Hotel  Piccadilly,  Manchester 


WHO  ARE  J.  &  T.  GORNEY  ??? 


WE  ARE:— 

Perfume  Atomisers,  Mirrors,  Pill  Boxes, 
Perfume  Bottles,  Jewel  Jars,  Pommanders 
Bathroom  Accessories,  Gift  Sets,  High 
Class  Toilet  Soaps,  Make  up  Brushes,  Baby 
Brushes,  Finger  Nails,  Shower  Caps,  Rubber 
Sponges,  Make  up  Capes,  Perfume  Coffrets 
etc. 

COME  TO  SEE  US  AT :— 

Central  Hotel  -  Glasgow  Sunday  June  12-15  incl. 

Majestic  Hotel  -  Harrogate  Sunday  June  19-22  incl. 

Metropole  Hotel  -  Brighton  Sunday  July    3-6  incl. 

Piccadilly  Hotel  -  Manchester  Sunday  July  10-13  incl. 

Stormont  Hotel  -  Belfast  Monday  July  25-27  incl. 

J.  &T.  GORNEY,  16  Oakwell  Mount, 
Leeds  8.  Tel:-  0532  659818 
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Shulton  are  putting  their 
Christmas  Show  on  the  road- 
come,  see,buy  the  best  ever 
Christmas  Gift  Collection 


In  our  20th  Anniversary  year,  were  planning  a 
very  special  Old  Spice  Christmas.  New  gift  sets,  new 
gift  wrapped  packs  and  novelties,  plus  all  the 
favourite,  fast-moving  lines.  And  of  course  some 
more  of  that  famous,  powerful  Old  Spice 
advertising  that  dominates  the  TV  screen. 

Also,  a  fantastic  new  Blue  Stratos  commercial 


that'll  bring  customers  rolling  into  your  shop.  All 
backed  up  by  a  powerful  promotion  campaign  to 
build  Christmas  sales  to  an  all-time  peak. 

Were  ready  waiting  to  tell  you  our  plans  -  so 
come  to  one  of  the  Showrooms  (details  below). 
You'll  be  sure  of  a  warm,  Shulton  welcome! 


The  Shulton  Show 


13-16  June 

13-  16  June 

14-  16  June 
11-14  July 


Central  Hotel,  Glasgow.  Tel:  041-221 9680.  22-23  June 

Hendon  Hall  Hotel,  London. Tel:  01-203  3341.  28-29  June 

The  Park  Avenue  Hotel,  Belfast.  Tel:  0232  669421.  4-7  July 

Hotel  Piccadilly,  Manchester.  Tel:  061-236  8414.  4-7  July 


The  Country  Club  Inn,  Craigavon. 
The  Tullyglass  Hotel,  BalIymena.Tel:  2332. 
The  Castle  Hotel,  Norwich.Tel:  0603  24285. 
Hotel  Metropole,  Brighton. Tel:  0273  775432. 


Some  more  tributes  from  our  colleagues  in  the  trade. 

Rockware  Glass  Limited  -  As  Britain's  leading  glass 
container  manufacturer,  Rockware  is  producing 
around  six  million  containers  every  day  for  a  very  wide 
range  of  products. 

'Each  of  these  product  ranges  benefits  from  the  use 
of  glass  as  a  packaging  medium  but  perhaps  none  more 
so  than  toiletries  and  cosmetics. 

Rockware  is  delighted  with  the  success  that  it  has 


experienced  jointly  with  Shulton  during  the  last  twenty 
years  in  supplying  the  distinctive  opal  glass  containers  for 
Old  Spice  Original,  decorated  shaving  mugs,  after  shave 
and  cologne  bottles.  We  also  produce  Shulton's  "Blue 
Stratos"  after  shave  bottles,  using  the  feeder  colour  process. 
This  new  process  enables  a  wide  range  of  colours  to  be 
produced  for  relatively  small  quantities  of  containers  by 
adding  colouring  oxides  outside  the  furnace.' 
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International  Flavours  and  Fragrances  -  are  creators 
and  suppliers  of  fine  perfumes  all  over  the  world. 

'In  this  function  we  have  built  up  a  close  partnership 
with  Shulton  which  has  resulted  in  the  very  successful 
creation  of  the  fragrance  for  the  Blue  Stratos  range  of 
men's  toiletries.  Following  the  highly  successful  launch  in 
the  U.K.,  this  line  is  now  sold  in  many  European  and 
Commonwealth  countries.  In  our  industry  where  the 
main  aim  is  to  provide  an  extra  touch  of  mystique  and 
pleasure  in  life,  both  Shulton  and  IFF  have  recognised 
the  importance  of  creativity  and  communication.'  / 

Taylowe  Limited,  Maidenhead,  Berkshire  -  Designers 
and  Manufacturers  of  high  quality  packaging  and  print. 

'We  are  specialist  suppliers  to  the  Cosmetic, 
Pharmaceutical,  Food  and  Tobacco  industries  with 
additional  Packaging  Machinery  Advisory  Services. 

We  have  been  suppliers  to  Shulton  for  many  years 
providing  very  high  class  packaging  for  their  own  superb 
products.' 

Alf  Cooke  Limited  -  Creators  of  modern  packaging. 

'Shulton  market  high  class  toiletries  and  demand  that 
their  packaging  matches  this  high  quality.  Our  Leeds 
factory  has  been  meeting  this  challenge  for  over  18  years 
and  plan  to  continue  this  happy  association  in  the 
years  ahead.' 

Alan  W.  Aked,  Sales  Director. 

The  Standard  Soap  Co.  Ltd.  -  of  Ashby-De-La-Zouch, 
have  been  associated  with  Shulton  for  20 years. 

As  manufacturers  of  own  name  soaps  and  toiletries 


we  know  that  quality  means  a  lot  today  and  our  motto 
'Quality  as  a  Standard  Practice'  meets  Shulton's  demands. 
Our  relationship  with  the  'Old  Spice'  company  has  been 
a  memorable  one  made  successful  by  the  close  working 
relationship  between  the  companies.  Thank  you  Shulton 
and  congratulations.' 


Givaudan,  one  of  the  world's  largest  perfume 
manufacturers  and  probably  the  leading  creators  of 
men's  fragrances,  are  proud  to  be  the  suppliers  of  the 
key  portion  of  the  highly  successful  Old  Spice  line,  as 
well  as  supplying  the  perfumes  for  several  other 
Shulton  lines. 


Rexpak  -  Plastics  blow  moulded  containers  and 
injection  moulded  components. 

'Being  suppliers  of  high  quality  packaging  to  the 
Cosmetics  industry,  it  was  only  natural  that  Shulton  was 
one  of  our  first  customers. 

After  some  15  years  of  good  business  relationship  we 
look  forward  to  continuing  prosperous  association.' 

D.  Armitt,  Sales  Manager. 


Glastics  Ltd.  -  Glass  bottle  manufacturers  and  ceramic 
screen  printers. 

'Pleased  to  continue  supplies  after  a  long  and 
pleasant  history  of  service.  Looking  forward  to  the  next 
20  years  for  matching  Shulton's  high  standards  and  best 
qualities  in  glass  making  and  screen  printing.' 

J.A.  Bennett,  Managing  Director. 


Thank  you  for  saying  Thank\fou ! 


Still  time  to  enter  our  Window  Display  Competition- 

1st  Prize  A  fabulous  2-week  holiday  for 
two  in  the  Seychelles  enjoying  the  unique  comfort 
and  luxury  of  the  Mahe  Beach  Hotel.  A  sumptuous 
holiday  in  an  unspoilt  island  paradise.  For  runners-up 
-  20  magnificent  Royal  Staffordshire  China  Tea 
Services. 


but  hurry! 


If  you're  an  Old  Spice  stockist,  please  send  us  a 
photograph  of  your  Old  Spice  window  display 
(preferably  a  Polaroid)  but  this  won't  be  judged!  So, 
whether  you  have  large  professionally  dressed 
windows  or  a  small  do-it-yourself  job,  we  don't  mind: 
everyone  has  an  equal  chance.  We'll  be  judging  a 
competition  form  that  you  have  to  fill  in. 

Open  to  all  Old  Spice  stockists! 
Post  the  coupon  today! 


To:  20th  Anniversary  Competition, 

Shulton  (Great  Britain)  Ltd., 

PO  Box  15,  Norwich,  NR1 1BX. 

Please  send  me  my  Shulton  Display  Kit,  Entry  Form 

and  full  details  of  the  20th  Anniversary  Display 

Competition. 


NAME. 


ADDRESS. 
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A  fable  of 

Christmas 

sales 

One  pharmacist  who  has  learnt  the  lesson 
of  Christmas  gifts  well  is  Mr  Reid  of  H. 
B.  Reid  Ltd,  of  Wick  in  Scotland.  His 
secret  was  discovered  by  Mr  Bangs,  sales 
manager  of  Eylure  Ltd,  who  was  somewhat 
surprised  by  the  sheer  volume  of  Christmas 
gift  stock  ordered  by  this  Scottish  phar- 
macy and  decided  that  there  must  have 
been  some  mistake.  Intrigued  Mr  Bangs 
investigated  further  and  went  to  visit  Mr 
Reid.  The  appearance  of  the  shop  did 
nothing  to  allay  his  suspicions  that  a 
mistake  had  occured,  it  had  all  the  outward 
trappings  of  an  ordinary  High  Street 
chemist  rather  than  a  superstore.  Mr  Reid 
however  denied  that  anything  was  wrong 
with  his  order,  he  had  indeed  ordered  that 
amount  from  Eylure  and  indeed  from 
many  other  manufacturers  and  was  con- 
fident that  he  would  sell  out  completely! 

A  sceptical  eye  was  cast  over  the  pre- 
mises by  Mr  Bangs  who,  while  admitting 
that  it  was  a  very  nice  shop,  just  didn't 
see  where  it  was  all  going  to  be  displayed. 
"Aha"  quoth  Mr  Reid,  with  an  air  of 
mystery  and  beckoning  Mr  Bangs  out  of 
the  shop  he  led  him  down  the  road  and 
into  a  bookshop.  "This  is  where  it  will 
be  displayed"  he  announced  and  went  on 
to  explain.  It  seems  that  about  four  years 
ago  some  friends  of  his  bought  the  three- 
floor  premises  of  the  bookshop  and  left 
two  floors  vacant. 

Mr  Reid  had  heard  of  other  chemists  in 
nearby  towns  taking  over  extra  premises  at 
Christmas  to  display  their  gifts  and  decided 
that  this  would  be  an  ideal  opportunity  to 
do  the  same.  So  rather  than  go  through 
the  soul  destroying  business  of  completely 
re-arranging  his  shop  over  the  Christmas 
period  he  left  it  just  as  it  was  and  became 
the  proud  possessor  of  a  Christmas  show- 
room as  the  first  occupant  of  the  first-floor 
of  a  brand  new  bookshop. 

Success 

The  venture  was  such  a  success  that  he 
wanted  to  repeat  it  a  second  year  but  was 
prevented  by  the  fact  that  the  bookshop 
had  done  so  well  that  it  had  expanded  onto 
the  second  floor.  His  friends,  however, 
offered  him  their  attic  and  although  dis- 
mayed at  first  by  the  idea  of  taking  over  an 
old  grain  store,  he  and  his  family  set  to 
to  clean  away  the  cobwebs  and  prepare 
another  Christmas  showroom.  That  year 
was  even  more  successful  and  between 
them  the  bookshop,  with  its  Christmas 
cards  and  stationery,  and  the  gift  show- 
room offered  customers  the  opportunity  of 
doing  all  their  Christmas  present  shopping 
under  one  roof. 

Mr  Reid  had  by  this  time  involved  not 
only  his  wife  (who  had  helped  him  from 


the  first)  but  also  his  teenage  family,  and 
indeed  business  was  so  good  that  he  him- 
self engaged  another  pharmacist  to  run  his 
pharmacy  while  he  spent  the  Christmas 
period  in  the  showroom! 

And  is  he  going  to  do  it  again? 
Certainly.  Mr  Reid  feels  that  the  public 
appreciate  being  able  to  see  everything  laid 
out  in  an  attractive  fashion  and  to  be  able 
to  take  their  time  in  choosing  gifts.  And 
because  this  simply  can't  be  done  within 
the  confines  of  most  small  pharmacies  he 
recommends  that  his  collea-ues  should 
take  similar  action  and  rent  space  outside 
their  premises  over  this  period. 

However,  the  moral  of  the  tale  is  not 
necessarily  "to  make  money  at  Christmas, 
hire  a  bookshop!"  But  it  should  suggest 
that  offering  customers  a  wide  selection  of 
Christmas  gifts,  prominently  displayed  in 
a  tempting  fashion,  can  do  more  for  a 
business  in  a  shorter  period  than  might  be 
imagined.  And  having  separate  premises  at 
least  overcomes  the  difficulties  of  re- 
arranging stock. 

Finally  Mr  Reid  stressed  the  increasing 
importance  to  him  of  the  trade  shows — 
enabling  him  in  one  day  to  stock  his 
showrooms.  So  all  in  all,  the  buying  and 
selling  was  carried  out  in  an  atmosphere  of 
peace  and  goodwill,  appreciated  by  cus- 
tomers and  suppliers  alike. 

Some  Christmas  show 
dates  to  note 

Dates  of  Christmas  shows  notified  to  C&D 
so  far  (Please  note  June  12,  19,  26  and  July 
3,  10  and  17  are  Sundays): 

Thomas  Christy  Ltd,  North  Lane,  Alder- 
shot,  Hants  GUI 2  4QP.  Albany  Hotel, 
Glasgow,  June  13-16;  Majestic  Hotel, 
Harrogate,  June  20-23;  Five  Bridges  Hotel, 
Newcastle,  June  27-30;  Hotel  Metropole, 
Brighton,  July  4-7;  Piccadilly  Hotel, 
Manchester,  July  10-14. 

Colson  &  Kay  Ltd,  Edgeley  Road.  Trad- 
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ing  Estate,  Cheadle  Heath,  Stockport, 
Cheshire  SK3  OXB.  Albany  Hotel,  Glas- 
gow, June  12-15;  Majestic  Hotel,  Harro- 
gate, June  19-22;  Metropole  Hotel,  Brigh- 
ton, July  3-6;  Piccadilly  Hotel,  Manchester, 
July  10-13;  Midland  Hotel,  Birmingham, 
July  10-13. 

Supervite  (London)  Ltd,  Unit  5,  25 
Lattimore  Road,  St  Albans,  Herts.  Hendon 
Hall  Hotel,  London,  June  12-16;  Albany 
Hotel,  Glasgow,  June  12-15;  Majestic 
Hotel,  Harrogate,  June  19-22;  Five  Bridges 
Hotel,  Gateshead,  June  26-29;  Grand 
Hotel,  Brighton,  July  3-6;  Midland  Hotel, 
Birmingham,  July  10-13;  Piccadilly  Hotel, 
Manchester,  July  10-13. 

J  &  T  Gorney,  16  Oak  well  Mount,  Leeds 
8.  Central  Hall,  Glasgow,  June  12-15; 
Majestic  Hotel,  Harrogate.  June  19-22; 
Grand  Hotel,  Brighton,  July  3-7;  Picca- 
dilly Hotel,  Manchester,  July  10-13;  Bel- 
fast, July  25-27. 

Eylure  Ltd,  Grange  Industrial  Estate, 
Llanfrechfa  Way,  Cwmbran,  Gwent. 
Central  Hall,  Glasgow,  June  12-15;  Hen- 
don Hall  Hotel,  London,  June  12-16; 
Majestic  Hotel,  Harrogate,  June  19-22; 
Five  Bridges  Hotel,  Gateshead,  June  26- 
29;  Metropole  Hotel,  Brighton,  July  3-6; 
Midland  Hotel,  Birmingham.  July  10-13; 
Piccadilly  Hotel,  Manchester,  July  10-13. 

Shulton  (Great  Britain)  Ltd,  Trevor 
House,  100  Brompton  Road,  London  SW3 
1EW.  Central  Hotel,  Glasgow.  June  13-17; 
Hendon  Hall  Hotel,  London,  June  13-17; 
Seaton  Delaval,  Newcastle,  June  27-July  8; 
Castle  Hotel,  Norwich,  July  4-8;  Hotel 
Metropole,  Brighton,  July  4-8;  Hotel 
Piccadilly,  Manchester,  July  11-15. 

Jean  Sorelle  Ltd,  and  Porter  and  Moore 
Ltd,  117  Great  Portland  Street,  London 
WIN  6 AH.  Central  Hotel,  Glasgow,  June 
12-16;  Hendon  Hall,  Hotel,  London  NW4, 
June  12-16;  Majestic  Hotel,  Harrogate, 
June  19-23;  Metropole  Hotel,  Brighton, 
July  3-7;  Piccadilly  Hotel,  Manchester, 
July  10-14;  Midland  Hotel,  Birmingham, 
July  10-14.  Full  ranges  on  permanent  show 
at  London  Office. 


Trade  shows 

Continued  from  p755 

Christmas  shows — which  many  have  often 
found  disappointing  in  the  recent  past. 
Their  aim,  they  say,  was  to  run  the  shows 
on  a  more  professional  basis  by  forming 
an  association  to  co-ordinate  activities. 
However,  not  all  suppliers  considered  that 
there  was  a  need  for  such  an  association  so 
progress  was  limited.  Also  the  attendance 
at  many  showings  diminished  last  year 
despite  greater  attempts  to  attract  more 
independent  chemists. 

Members  of  the  association  tried  to 
analyse  why  the  shows  were  not  better 
attended.  A  variety  of  reasons  were  mooted 
— apathy,  lack  of  interest  in  the  business, 
or  fear  of  being  pressurised  into  over- 
buying. Perhaps,  the  suppliers  decided, 
they  themselves  were  also  at  fault  for  not 
catering  for  the  retailers'  specific  and 
unique  requirements. 

Sunday  opening 

Some  of  the  manufacturers  involved 
thought  that  it  might  be  a  good  idea  to 
open  their  showrooms  on  Sundays,  so  this 


year  a  number  are  doing  exactly  that.  The 
intention  is  to  open  the  showrooms  at 
10am  on  Sunday  and  be  on  duty  through- 
out the  day  for  the  benefit  of  the  indepen- 
dent chemists.  They  feel  that  Sundays 
might  be  attractive  because  of  the  cost 
involved  in  hiring  a  locum  to  allow  a  visit 
during  normal  trading  hours;  many  phar- 
macists are  also  unwilling  to  travel  to  a 
show  after  a  full  day's  work  and  there  is 
the  added  advantage  that  travelling  and 
parking  in  all  areas  is  generally  much 
easier  on  a  Sunday. 

It  must  be  stressed  however  that  not  all 
the  manufacturers  involved  agreed  with 
this  experiment  and  so  it  is  best  to  check 
with  particular  manufacturers  first  before 
expecting  to  see  them  at  the  showrooms 
on  a  Sunday. 

Guests  welcome 

Those  that  are  involved  say  that  they  are 
looking  forward  to  meeting  as  many  in- 
dependent retailers  as  possible  and  will 
welcome  guests  as  well,  recognising  that 
many  people  like  to  spend  Sundays  with 
their  families.  It  is,  however,  hoped  that 
because  of  the  limited  siz^  of  showrooms 
the  guests  will  be  kept  to  a  reasonable 
number  to  avoid  congestion. 
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Shopex  to  occupy  double 
space  at  Birmingham 


This  year,  Shopex  will  occupy  5,000  sq  ft, 
more  than  twice  the  space  of  last  year's 
exhibition  at  Brighton.  For  the  first  time 
it  is  to  be  held  at  the  National  Exhibition 
Centre,  Birmingham,  June  12-15,  and  over 
150  companies  are  taking  part. 

The  exhibition  is  organised  by  West- 
bourne  Exhibitions  Ltd,  Crown  House, 
Morden,  Surrey,  from  whom  tickets  are 
available.  Opening  hours  are :  Sunday, 
June  12 — 12  noon  to  6  pm;  June  13  and 
14 — 10.30  am  to  6  pm;  June  15—10  am  to 
5  pm.  Birmingham  International,  a  new 
station  built  to  serve  the  NEC,  has  an 
Inter-City  service  to  and  from  Birmingham, 
Coventry  and  London  (Euston). 

A  feature  of  this  year's  exhibition  is  a 
Jubilee  window  display  competition.  The 
top  entries  will  be  on  show  and  judged  by 
visitors  to  the  exhibition. 
Ace  Signs,  Monogram  House,  Towerfield 
Road,  Shoeburyness,  Essex,  are  presenting 
a  selection  of  products  and  offer  a  personal 
service  in  designing,  manufacturing  and 
installing  all  types  of  signs  to  proprietors 
and  shopfitters.  The  aim  is  modern  design 
with  old-fashioned  quality  finish.  On  show 
will  be  their  range  of  in-store,  directory, 
departmental  and  exterior  signs,  coloured 
stainless  steel  letters  and  a  section  devoted 
to  company  logos. 

Showrax  Ltd,  Tower  Works,  Northfleet, 
Kent,  have  booked  two  large  stands  and 
have  designed  and  fitted  the  SEN  model 
supermarket.  Managing  director,  George 
Hardwell,  said  two  new  shopfitting  sys- 
tems, totally  different  from  anything  they 
have  marketed  before,  have  been  de- 
veloped, but  declined  to  provide  many  de- 
tails before  the  exhibition. 

One  system,  never  been  shown  before. 


will  be  used  to  fit  out  the  model  super- 
market. The  other  has  been  designed  for 
the  decor-conscious  outlet  and  is  a  medium 
to  lightweight  system  called  Showpiece. 
The  system  has  a  range  of  back-sheet 
materials  and  finishes  and  special  canopies 
or  decor  treatments  which  can  be  made  to 
order.  It  relies  for  its  basic  uprights, 
brackets,  hanging  rails  etc,  on  standard 
slot-together  components,  keeping  costs 
below  completely  custom-made  units.  All 
will  be  revealed  at  Shopex,  Showrax  say. 
Falconcraft,  Hainault  Road,  Romford, 
Essex,  celebrate  their  30th  year  in  shop 
fitting  and  on  show  will  be  signs  and 
symbols  and  a  large  range  of  point  of 
sales  aids,  illuminated  acrylic  panels, 
shelf  edge  tickets,  shelf  clips,  and  poster 
frames  in  anodised  aluminium. 

Falconcraft  say  their  fitments  and  sales 
aids  are  designed  to  make  even  the  most 
ordinary  shelf  look  like  an  expensive  big 
store  type  fitment. 

Products  include  Project-o-price,  a  com- 
plete price  marking  system  and  finely 
silkscreened  "shopperesters"  and  flappers. 
Lonsto  (International)  Ltd,  Lonsto  House, 
1  Princes  Lane,  London  N10,  will  be 
exhibiting  their  whole  range  of  products. 
Among  the  equipment  for  retail  pharma- 
cists there  will  be  additional  ticket  sys- 
tems that  handle  receipts  and  ensure  the 
patient  gets  the  correct  prescription,  while 
helping  to  overcome  queueing  problems  at 
dispensaries  on  busy  days. 

Also  on  the  stand  will  be  a  complete 
range  of  products  of  the  newly-formed 
subsidiary,  Lonsto  (Security  Systems)  Ltd, 
including  three  different  sizes  of  cash 
carrying  cases;  the  Cyberguard  Mk  2  loop 
alarm;  and  a  cash  carrying  trolley.  Closed 


Lonsto  Cyberguard  Mk  II 

circuit  television,  keyboard  door  entry 
systems,  Securi-ex  door  alarms  and  convex 
mirrors  will  also  be  shown. 
Aspect  Shop  Planning  and  Equipment  Ltd, 
1  The  Drapery,  Northampton,  say  creating 
the  atmosphere  in  which  people  want  to 
buy  is  a  positive  skill.  It  is  a  mixture  of 
research,  planning,  customer  flow,  shop- 
fittings,  product  layout,  colour,  lighting, 
and  well  trained  staff,  they  suggest.  The 
purpose  of  improvement  or  change  must 
be  to  increase  sales  or  profit. 

To  that  end  they  offer  a  complete  shop 
planning  and  marketing  service  and  also 
undertake  shopfronts,  flooring,  ceilings 
and  electrical  work.  Expenditure  must  be 
related  to  the  expected  increase  in  business 
and  Aspect  claim  that  their  customers  are 
both  large  and  small  but  all  successful. 
Sweda  International,  27  Goswell  Road, 
London  EC1,  are  to  include  their  Sweda 
350  electronic  cash  register  in  the  super- 
market feature.  Its  speed  and  simplicity  of 
operation  and  its  accuracy,  coupled  with 
the  depth  of  management  information  and 
control  it  provides,  make  the  Sweda  350 
ideally  suited  to  supermarket  applications. 
It  is,  however,  equally  at  home  in  virtually 
every  retail  environment,  they  say. 

Speed  is  achieved  by  the  layout  of  the 
buffered  keyboard  (entries  can  be  made  as 
quickly  as  the  operator  is  able,  even 
though  the  register  has  not  finished  deal- 
ing with  the  previous  entry.)  Illuminated 
display  panels  provide  a  visible  indication 
of  the  transaction  and  the  customer's 
display  can  be  located  either  on  the  side 
or  on  the  rear  of  the  register. 

Memories  are  protected  by  nickel  cad- 
mium rechargeable  batteries  and  in  the 
event  of  mains  power  failure,  there  is  no 
loss  of  data.  A  battery  power  pack  is 
available  to  provide  emergency  power  for 
up  to  four  hours. 

OIney  Bros  Ltd,  Jade  House,  Northbridge 
Road,  Berkhamsted,  Herts,  are  showing  a 
selection  of  interchangeable  components, 
lnterplan  System  80  was  developed  with 
particular  emphasis  on  the  display  of 
medicines  and  cosmetics  and  some  of  the 
modular  units  will  be  included.  Further 
components  in  various  finishes  will  be  on 
the  stand  to  enable  display  changes  to  be 
made  within  minutes.  Personalisation  is 
the  key  behind  the  lnterplan  Plus  System 
so  that  no  two  refits  need  look  alike. 
Alplan  Shopfitting  Ltd,  Alplan  House, 
Cavalier  Road,  Heathfield,  Newton  Abbot, 
Devon,  are  to  show,  for  the  first  time, 
their  range  of  modular  shopfittings  and 
counters  for  retail  pharmacies.  An  exper- 
ienced team  of  sales  and  technical  con- 
sultants  will    advise   on    all   aspects  of 


Complete  the  picture  with  Femfresh. 


Femfresh  is  firmly  established  as  the  leading  intimate 
deodorant,  way  ahead  of  any  other  brand. 

And  with  good  reason.  Only  Femfresh  has  all  these 
fragrances:  Primrose 
Fleur 

Sophistique 
Herbe 

in  60g  or  120g  sprays,  plus  handy  pack  of  12  or  20  sachets. 

Femfresh  will  be  as  much  in  demand  as  ever  this  year 
and  the  busiest  consumer  off-take  period  is  just  around 
the  corner.  Now  is  the  time  to  make  sure  stocks  are  high. 
And  look  out  for  some  exciting  consumer  offers  as  the 
season  gets  into  full  swing. 

Don't  miss  out  on  these  important  profit- makers; 
In  the  deodorant  market, you  need  the  complete  picture. 

You  need  Femfresh.  — »  r  . 

Femfresh 
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shopfitting  from  initial  design   stage  to 
completion  of  "total  contract". 

Alplan's  services  include  design,  plan- 
ning and  advisory  service,  contracting  and 
execution  of  the  trades  necessary  in  a 
shopfitting  project  including  design  and 
fabrication  of  shopfronts. 
Showcard  Systems  (Eng)  Ltd,  4  Station 
Road,  Letchworth,  Hertfordshire,  will 
show  two  new  products  in  addition  to 
their  range  of  showcards  and  poster  print- 
ing machines.  A  new  range  of  automatic 
poster  and  showcard  machines  is  intended 
for  retailers  with  a  large  output  require- 
ment. Emphasis  is  on  simplicity  with 
quality  of  reproduction.  Three  models  are 
available — print  areas  18|  X  16in,  18|  x 
244in,  and  22|  X  32}in. 

The  second  addition  is  a  range  of  over 
600  acrylic  profiles  in   crystal   clear  or 
coloured  acrylic  or  polycarbonate. 
Arrow  Wire  Products  Ltd,  Boulton  Road, 
Reading,  has  extended  its  range  of  stan- 
dard  merchandisers   and  display  fittings 
which  are  illustrated  in  a  new  catalogue 
recently   published.   The   modular  Flexi- 
fittings    system   has    been    increased  to 
provide  a  greater  number  of  items  for 
extending   and   varying  layout.  Assorted 
hooks,    pockets,   trays    and   baskets  on 
panel  and  frames  will  be  available. 
Church  &  Co  (Fittings)  Ltd,  South  Street, 
Reading,  Berks,  have  taken  two  stands. 
One  features  several  ranges  of  equipment, 
created  to  meet  specific  requirements  of  a 
number   of   retailers.    The    systems  are 
modular   and   flexible.    Fascias,  lighting 
features,  a  selection  of  metal  finishes  and 
a  range  of  accessory  items  are  included. 
The   second   stand,   in   association  with 
Shop  Equipment  News,  is  a  boutique. 
Group  4  Total  Security  Ltd,  Farncombe 
House,  Broadway,  Worcs,  will  be  featuring 
their   services   including:    Store  control; 
delivery  and  stock  control;  service  moni- 
toring and  test  purchasing;  security  audit; 
cash     carrying;     and    installation  and 
monitoring  of  intruder  alarm  systems.  A 
recent  service  provides  a  computer  pro- 
gramme for  customers  to  analyse  their 
own  shopfitting  patterns. 
Store  Design  Contracts,  Hillend  Industrial 
Estate,  Inverkiething,  Fife,  are  taking  a 
132  sq  m  stand  to  exhibit  a  selection  of 
finishes,   components   and  merchandising 
adaptors  from   their  standard   range.  A 
range  of  island  and  wall  units  for  the 
larger  departmental  store  will  be  shown 
together  with  a  new  product. 
Sovella  (Shopfittings)  Ltd,  264  Holloway 
Road,    London    N7,    are    making  sure 
enough  staff  are  present  at  their  stand  to 
answer  all  questions  fully  without  interrup- 
tion. The  company  says  that  visitors  often 
leave  dissatisfied  with  the  amount  of  infor- 
mation available. 
A  full  range  of  shopfittings,  manufac- 


Display  stand  from  Arrow  Wire  Products 


tured  in  Finland,  will  be  exhibited  and 
technical  staff  available  will  include  a 
consultant  from  Finland. 
The  Gresham  Sign  Co  Ltd,  3  Foster 
Street,  Maidstone,  Kent,  designs,  manu- 
facturers and  erects  internal  and  external 
signs — illuminated  and  non-illuminated — 
including  projecting  signs  and  letters.  The 
department  producing  anodised  aluminium 
kits  and  sign  cases  is  expanding  rapidly  to 
meet  the  ever  increasing  demand  from 
other  sign  companies  and  shopfitters,  the 
company  says. 

Another  service  provided  is  vehicle 
signing  using  the  screen  printed  removable 
sign  method. 


28  May  1977 

Equipment 

Hands-free  door  control 

Lewis  Security  Systems  Ltd,  Randalls 
Road,  Leatherhead,  Surrey,  have  produced 
an  electronic  device  for  guarding  interior 
and  exterior  doors  in  retail  and  wholesale 
premises.  The  manufacturer  considers  it  to 
be  of  especial  value  where  high  value  or 
dangerous  merchandise  is  held  or  where 
customers  could  otherwise  gain  ready 
access  to  storerooms. 

Called  the  K9  coded  hands-free  door 
control  (from  £450),  it  operates  door  locks 
by  a  radio  signal  from  coded  pocket-sized 
transmitters.  The  makers  regard  the  con- 
venience of  K9  as  its  most  important 
security  benefit — because  it  does  not  in- 
volve turning  a  key,  or  inserting  a  card  in 
a  slot — and  there  is  no  temptation  to  prop 
the  door  open  for  "brief"  exits,  Lewis  say. 
Locks  are  automatically  released  upon  the 
approach  of  a  transmitter. 

Portable  banding  kit 

A  portable  kit,  from  Packaging  Systems, 
3M  (UK)  Ltd,  3M  House,  Wigmore  Street, 
London  Wl,  (£6  73  ex  VAT)  provides  a 
simple  and  economical  method  of  banding 
a  wide  variety  of  items  from  small  pack- 
ages to  books  and  files.  Known  as  the 
Highland  Y3815,  the  kit  contains  300m  of 
polypropylene  strapping  and  300  buckles. 
An  instruction  leaflet  is  included  to  illus- 
trate the  correct  procedure. 

New  overall  designs 

Four  new  full  length  white  coats  designed 
for  hospital  and  medical  staff  are  featured 
in  the  Summer  '77  catalogue  from 
Alexandra  Overalls  Ltd,  King  Square, 
Bristol.  The  coats,  two  for  ladies  and  two 
for  men,  are  button-fronted  with  mitre 
pockets,  centre  back  vent,  bar  tacking  and 
measuring  105cm  in  length.  They  are  made 
in  either  polyester-cotton  or  cotton-drill. 

The  catalogue  also  contains  designs  by 
Hardy  Amies,  and  Alexandra  workwear. 

Invisible  security  marks 

A  pen-shaped  security  marker,  (£125  ex 
VAT),  to  provide  invisible  identification 
for  items  requiring  protection  from  theft 
has  been  introduced  by  Volumatic  Ltd, 
Taurus  House,  Kingfield  Road,  Coventry. 

Described  as  entirely  new,  the  marker 
writes  on  any  surface  and  shows  up  only 
under  ultra-violet  light.  The  identifying 
mark  is  weatherproof  and  cannot  be  re- 
moved from  porous  or  rough  surfaces  the 
company  claims. 


The  camera  lens 
carries  an 
identifying  mark 
produced  with  a 
pen-shaped  security 
marker  from 
Volumatic  Ltd. 
The  mark  is  visible 
only  under  ultra- 
violet light  produced 
from  the  source 
on  the  left  of  the 
picture 
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She  does,  and  so  do 


"ANOTHER  SPOT  TREATMENT? 
CONVINCE  ME]' 

Sterling  Health  introduce  Face-Savers* 
the  spot  treatment  created  specially  for  the 
young  women's  market. 

Face-Savers  are  not  just  a  brand  new 
product  range,  but  a  logical  way  of 
fighting  spots. 

Step  by  step. 

(Which,  according  to  our  research, 
is  just  what  4  million  young  women  want). 

What's  more,  Face-Savers  packs  are 
specially  designed  to  pack  a  punch  to 
young  women. 

So  is  the  Face-Savers  advertising. 

Which  4  million  young  women  will 
see  and  hear  in  a  massive  launch  campaign. 

In  fact,  the  more  you  read  about 
Face-Savers,  the  more  convinced  you'll  be 
that  you  need  a  new  spot  treatment. 

"SO  WHAT'S  SO  DIFFERENT 
ABOUT  FACE-SAVERS?" 

Face-Savers  work  in  three  different  ways. 

1.  FACE-SAVERS  PADS  tackle  the 
problem  areas.  They're  a  unique  way  of 
removing  excess  dirt  and  grease.  And  they're 
easy  to  carry  and  use  24  hours  a  day. 

2.  FACE-SAVERS  CREAM.  If  a  spot 
appears,  the  cream  works  directly  on  it. 
Kills  bacteria,  dries  up  excess  oil  and  helps 
the  spot  disappear. 

3.  FACE-SAVERS  WASH. 

Used  instead  of  ordinary  soap,  it  cleans  deep 
into  the  skin  and  helps  to  preserve  its 
natural  texture. 

Altogether,  Face-Savers  Pads,  Cream 
and  Wash  are  an  unbeatable  way  to 
fight  spots. 


i 
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our  million  like  her. 


"OK,  IT'S  A  GREAT  NEW  PRODUCT. 
IBUT  HOW  ABOUT  THE  PACKAGING?" 

ace-Savers  packs  are  great.  Just  look 
it  them. 

They've  been  designed  specifically  to 
uit  young  tastes. 

With  bright  colours.  And  style. 
Added  to  this  is  all  the  medical 
mthority  of  the  Sterling  Health  name. 

Showing  that  Face-Savers  not  only 
lave  cosmetic  appeal,  but  are  medically 
ffective  and  really  work. 


"SO  YOU'VE  CONVINCED  ME 
TO  STOCK  IT. 
HOW  ARE  YOU  GOING 
TO  CONVINCE  THEM  TO  TRY  IT?" 

lirough  compelling  advertising. 

Face-Savers  have  a  great  story  to  tell 
.nd  we're  going  to  tell  it  in  a  big  way  with 
massive  young  women's  press  campaign. 

We've  chosen  four  girls  particularly 
uited  to  do  the  job:  an  airhostess, 
eceptionist, courier  and  model. 

They'll  be  appearing  in  full  page 
olour  advertisements  seen  by  9  out  of  10 
roung  women  in  the  country. 


When  jcur  job  istovwkome  people, 
^dont  welcome  spots 


When  youle  lowing  them  the  sights, 
you  dortt  want  them  to  see  spots 


I  St  ' 


Wtthvertyspoojeteonyourface, 
you  cant  afforaa  single  spot 


If  shears  a  spot  everyone 
horn  London  to  Newlfcrk  will  see  t 


They'll  be  selling  Face-Savers  in  a  way 
no  other  spot  treatment  has  been  sold 
before. 

And  we'll  be  on  radio  too.  Nationally. 

With  a  great  new  song  called 
"Save  that  beautiful  face  "broadcasting  the 
Face-Savers  message  in  a  highly 
memorable  way. 

"WHAT'S  IN  IT  FOR  ME?" 

Quite  simply,  profits. 

With  our  name,  our  advertising, 
our  promotion,  Face-Savers  is  on  its  way 
to  becoming  a  best  seller. 

So,  you  need  Face-Savers  as  much  as 
4  million  young  women  do. 

Stock  up  and  display  the  range  on 
your  shelf.  And  we're  sure  it  won't  remain 
there  for  long. 

face-savers 

SAVE  YOUR  FACE 
FROM  SPOTS 

*  Face-Savers  is  a  registered  trademark. 
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Manufacturers  and  distributors 
of  toiletries,pharmaceuticals 
and  perfumery  to  chemists 
for  well  over  a  century. 


Subsidiary  Companies: 

J.  Grossmith  Ltd.     Perfumery  and  Fine  Soaps 
John  Bell  Hills  &  Lucas  Ltd.     Medicinal  Products 

Stephen  Russell     Rogue  Toiletries  for  Men 
Fassett  &  Johnson  (International)  Ltd. 


Distributors  for: 

Associated  Products  (Eire)  Ltd. 
Nestle  Le  Mur  Company,  New  York 
Village  Bath  Products,  Minnesota 
Wassen  Development  Ltd. 

For  further  information  please  contact: 


Quickies  Cleansing  Pads 
Hair  Care  Products 
Bath  Preparations  and  Toiletries 
Pollen-B  Tablets 

The  Marketing  Department, 
Fassett  &  Johnson  Ltd., 
Bletchley, 
Milton  Keynes, 
MK1  1JT. 
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The  1 50  years  experience 
of  Fassett  &  Johnson 


A  large  decorative  brass  nameplate  in- 
scribed "J.  Grossmith  Son  &  Company, 
Distillers  of  Perfumes,  Makers  of  Fine 
Soap  and  Toilet  Requisites"  hangs  in  the 
reception  of  Fassett  &  Johnson's  new 
oremises  at  Milton  Keynes  city  develop- 
ment, Buckinghamshire. 

The  plate  was  recovered  from  the 
Brossmith  buildings  in  Newgate  Street 
Mter  it  had  been  destroyed  by  fire  on  the 
hight  of  March  8,  1941,  when  the  City 
bf  London  suffered  heavy  bombing  and 
!he  nearby  St  Pauls  Cathedral  was 
jadly  damaged. 

The  nameplate  is  not  just  a  piece  of 
nistory,  but  a  constant  reminder  that 
vithin  Fassett  &  Johnson  is  a  wealth  of 
expertise  and  experience  that  can  be 
raced  back  nearly  150  years.  Fassett  & 
lohnson  today  is  an  amalgam  of  specia- 
ist  companies  which  began  trading  in  the 
;arly  19th  century  and  has  resulted  in  a 
iroduct  spread  embracing  pharmaceu- 
ticals, hair  care,  fine  soaps,  perfumery, 
oiletries  for  men  and  women  and  even 
i  food  supplement  sold  through  retail 
pharmacies  and  departmental  stores. 

An  increasing  proportion  of  the  com- 
pany's products  are  being  exported  and 
nanufacture  of  products  under  licence  is 
indertaken  in  several  overseas  countries, 
"he  principal  markets  involved  are 
\ustralia,  Aruba,  Canada,  Curacao,  Den- 
nark,  Fiji,  Finland,  Holland,  Iran,  Japan, 
/lexico,  Trinidad  and  Venezuela. 

iow  the  name  arose 

"he  Fassett  &  Johnson  name  originated 
n  1903  when  Mr  Fassett,  an  Australian, 
ind  Mr  Johnson  joined  forces  with  the 
>bject  of  distributing  specified  lines  for 
»verseas  companies  without  UK  facilities, 
/lany  of  these  companies  were  based  in 
he  United  States.  Products  specifically 
listributed  were  surgical  dressings  and 
losiery  and  proprietary  medicines — 
>loan's  liniment,  Veganin,  California 
Syrup  of  Figs,  Angiers  emulsion,  Houbig- 
int  perfumery,  and  many  others.  At  the 
>utcome  of  the  second  world  war,  which 
irought  restrictions  on  imports,  many 
iroducts  had  to  be  manufactured  locally. 

In  the  early  1960's  the  Fassett  & 
ohnson  range  was  extended  dramatic- 
illy  when  the  company  firstly  acquired 
ohn  Bell  Hills  &  Lucas,  makers  of  phar- 
naceuticals  since  1789,  and  then  Rose- 
lale  Products  Ltd,  producers  of  hair 
reatment  and  bath  preparations. 

Messrs  Bell,  Hills  and  Lucas  pooled 
heir  knowledge  to  make  infusions,  ex- 


tracts, ointments,  tinctures  and  later, 
tablets.  In  time,  they  were  offering  almost 
every  item  listed  in  the  British  Phar- 
macopoeia of  the  day  and  enjoying  a 
very  high  reputation  for  the  quality  of 
both  their  products  and  service  to  the 
pharmacist. 

However,  consumer  taste  and  retailing 
methods  changed,  and  as  the  demand 
grew  for  prepared  "ethical"  products 
rather  than  component  preparations,  John 
Bell,  Hills  &  Lucas  turned  their  attention 
to  formulating  products  such  as  Frador 
for  mouth  ulcers  and  Lotil  for  sore  and 
cracked  skin.  Fassett  &  Johnson  acquired 
the  business  in  1963  and  these  products 
are  still  manufactured  today  under  the 
retained  name  of  the  company. 

Rosedale  Products  Ltd  had  been 
formed  in  the  1940's  to  supply  hair- 
dressers with  treatments  and  hairsprays 
(including  the  brand  leader  Rosedale 
Lanospray)  and  shampoos,  bubble  bath 
and  deodorants  through  retail  outlets.  It 
was  in  1967  that  the  company  was  amal- 
gamated with  Fassett  &  Johnson,  to  be 
joined  by  Grossmith  six  years  later. 

The  Grossmith  story  begins  in  the  early 


19th  century  when  it  took  a  brave  man 
to  dare  challenge  the  French  monopoly 
in  perfumes  and  toiletries.  John  Gros- 
smith, a  deputy  of  the  London  Ward  of 
Farringdon  Within,  was  such  a  man  and, 
today,  the  name  Grossmith  still  stands 
for  fine  soaps  and  perfumery. 

The  first  records  of  John  Grossmith 
operations  indicate  he  imported  extracts 
from  France  to  premises  in  Friday  Street, 
just  off  London's  Cheapside.  The  starting 
date  is  somewhat  obscure  but  the  longest 
surviving  Grossmith  catalogue  shows  that 
the  family  business  was  certainly  operat- 
ing in  1835,  at  Reading.  He  is  said  to 
have  been  the  first  perfumer  in  London 
and  the  earliest  recorded  advertisement 
by  the  Grossmith  company  is  1848  in 
Punch  magazine,  showing  a  production 
facility  at  Reading  and  a  warehouse-shop 
in  the  Strand,  London.  By  then,  the  pro- 
duct range  included  essences,  flavourings 
and  essential  oils. 

By  1850,  manufacture  of  soap  had 
begun  and  only  one  year  after,  at  the 
Great  Exhibition  of  1851,  the  Grossmith 

Continued  on  p768 


An  original  example  of  Grossmith's  Shem-el-Nessim  bottle  and  case  pictured  against 
a  copy  of  the  colour  advertisement  for  the  product  in  a  theatre  programme 
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Grossmith 
pride 
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company  was  proudly  displaying  on  its 
catalogue  gold  medals  awarded  for  its 
soaps  and  perfumery. 

It  is  interesting  to  note  that  some  pro- 
ducts marketed  today  carry  the  name  and 
are  similar  to  items  in  the  catalogue  of 
that  time.  Products  like  Phul-nana  and 
Shem-el-Nessim;  while  white  rose  and 
glycerine  soaps  sold  at  the  turn  of  the 
century  bear  a  family  resemblance  to  the 
white  rose  and  cucumber  soap  that  is 
one  of  Fassett  &  Johnson's  most  popular 
products  today. 

Examples  from  the  1835  catalogue 
show  that  Grossmith  products  were  ex- 
pensive and  meant  for  the  aristocracy. 
Indeed,  the  theme  that  ran  through  much 
of  the  company's  advertising  and  gave 
rise  to  product  introductions  is  associat- 
ion with  society — frequently  royal — 
events.  A  perfume  introduced  in  1887  was 
given  the  name  "Sovereign  scent"  for 
Queen  Victoria's  jubilee  while  another 
perfume    in    1893    was    called  "The 


betrothal"  and  dedicated  to  HRH  Princess 
Victoria  Mary  in  one  publication  and  to 
HRH  The  Duchess  of  York  in  another.  A 
third  perfume  called  "Floradora"  sold  for 
2s  6d  a  bottle,  was  produced  to  take 
advantage  of  the  play  of  that  name.  Both 
become  favourites  of  society  and 
achieved  a  long  run. 

March  1923  saw  a  granting  of  a  Royal 
Warrant  from  Queen  Alexandra  at  Marl- 
borough House  to  "Grossmith  and  Son 
Limited — Perfumers  and  Fine  Soap 
Makers". 

By  the  time  the  company  moved  to  its 
Newgate  Street  premises  in  the  1930's, 
its  staff  totalled  around  50,  a  large  opera- 
tion for  those  days.  And  they  had  their 
own  ideas  of  production  planning  ...  the 
company  policy  appeared  to  be  never  to 
meet  total  demand  but  to  produce  only 
so  much  each  year. 

Today,  the  Grossmith  name  and  re- 
putation can  be  most  clearly  seen  in  the 
range  of  soaps  and  gift  merchandise  that 
is  a  speciality  of  Fassett  &  Johnson.  Each 
year  the  company  offers  a  revised  range 
of  elegant  and  decorative  bubble  bath 
preparations,  perfumes,  soaps  and  talcs 
in  presentation  coffrets,  contrasting  with 
its  highly  successful  selections  of  chil- 
dren's novelties,  which  this  year  includes 
characters  from  television's  very  popular 
Muppet  show. 

In  addition,  Fassett  &  Johnson  is  licen- 
sed to  manufacture  and  distribute  hair 
care  products  on  behalf  of  Nestle  Le  Mur 


Mr  Kenneth  J.  Fowler,  managing  director 

of  America,  and  has  held  exclusive  UK 
distribution,  since  1936,  of  Quickies 
cleansing  pads  and,  more  recently, 
Wassen  Pollen-B  food  supplement  tablets. 
Pollen-B  is  the  subject  of  a  newly- 
published  book  called  "The  secret  of 
slaying  young",  which  reports  the  revita- 
lising effect  offered  by  the  small  quanti- 
ties of  vital  food  elements  in  pollen.  How 
they  work  is  still  uncertain,  but  their 
combined  effect  is  reported  to  be  highly 
beneficial. 
The  new  product  lines  introduced  this 


a  clean  finish  real 
starts  wifri 
Albright  &  Wilson 
cti  Whirehaven  Cumbria 


The  Detergent  Sector  provide 
a  complete  range  of  surfactants 
for  toiletry  and  personal  care 
products. 


AiJUtlf;HT& 

wilkon  urn 

Detergents  and 
chemicals  group 

P.O.  Box  15 
Whitehaven 
Cumbria  CA28  9QQ 


CONTEMPORARY 

PERFUMERS  LTD 


A 

good  perfume 
is  a 

commercial  perfume 
is  a 

perfume  that  sells 


Contact  CPL  for  your  next  winner 
CONTEMPORARY  PERFUMERS  LTD 

Crittall  Road  Witham  Essex.  Tel:  Witham  513971 
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year  are  a  pointer  to  the  direction  that 
;  Fassett  &  Johnson  is  taking.  Managing 
director,  Ken  Fowler,  an  ex-Beecham 
marketing  man,  is  pressing  on  with  an 
active  product  development  and  package 
redesign  programme  aimed  at  moving  up- 
market. 

Evidence  of  this  intention  to  upgrade 
its  product  range  is  the  recent  announce- 
ment that,  as  part  of  Fassett  &  Johnson's 
expansion  programme,  they  have  been  ap- 
pointed UK  distributors  for  the  prestige 
Village  range  of  bath  products  manu- 
tured  in  Minnesota,  USA  and  distributed 
throughout  the  world.  Fassett  &  Johnson, 
with  their  excellent  connections  in  the 
toiletry  field,  were  a  natural  choice  to 
handle  Village  in  this  country  and  already 
early  reports  confirm  considerable  in- 
terest and  the  company  is  carefully  selec- 
ting suitable  stockists  in  the  UK. 

The  company's  facilities  at  Milton 
Keynes  cover  more  than  85,000  sq  ft  and 
include  production  departments,  labora- 
tories, warehousing  and  office  accom- 
modation on  two  floors.  Currently,  the 
production  areas  are  being  enlarged  pre- 
paring the  way  for  a  range  of  new  pro- 
ducts to  be  launched  this  year.  The  new 
developments  will  include  hair  care  items, 
additions  to  the  range  of  John  Bell  Hills 
&  Lucas  medicines  and  revisions  to  the 
Grossmith  gift  products  specially  for  the 
Christmas  1977  catalogue. 

Production  comprises  powder  filling, 
automatic  and  hand  stamping  of  soaps, 


he 


III 


A  FRAGRAIfT  SOUVEWtfl  1 


From  the  old  to  the  new.  Above  left:  An  example  of  J.  Grossmith  &  Son  advertising 
before  the  turn  of  the  century — here  announcing  a  new  perfume  introduced  at  the  time 
of  a  royal  betrothal.  Right:  The  latest  range  of  Grossmith  fruit  soaps  in  four  fragrances. 
Below:  Frador  and  Fradojel  for  the  relief  of  mouth  Zilcers 


liquid  and  cream  filling,  a  spirit  area  and 
a  specially  designed  and  equipped 
medicine  production  department.  The  pro- 
duction staff  are  backed  up  by  two 
laboratories,  one  concerned  with  assaying 
and  quality  control  of  materials  and 
finished  products  and  the  other  devoted 
to  product  development. 

Much  of  Fassett  &  Johnson's  product 
development  programme  is  carried  out  by 
its  own  specialist  team  of  marketing  and 
technical  personnel  responsible  for  both 
new  introductions  and  revision  of  the 
current  range. 

Continued  on  p770 


Con  gratula  ti  oris 


an 


d 


Best  Wishes 

from 


Zimmermann  Hobbs 


suppliers  of 
perfumery 
compounds  & 
raw  materials 


ZIMMERMANN  HOBBS  LTD. 

Dawson  Road.  Bletchley.  Milton  Keynes,  MK1  1JR 

telephone  :  Milton  Keynes  71821/7 

telex  No.  825989    grams  :  Acidolan,  Bletchley 


Fassett  &  Johnson 
sent  us  packing! 


Look  what  we  came  up  with. 

Kelly  co-ordinated,  developed  and  produced  this  pack 
for  Fassett  &  Johnson 

The  designs  integrate  the  products  with  the  pack, 
giving  instant  visibility  and  high  shelf  appeal. 

Kelly  specialise  in  this  approach  to  packaging, 
manufacturing  both  good  quality  full  colour  printed 
cartons,  with  or  without  windows,  and  eye-catching 
vacuum  formed  displays 

There's  a  lot  more  Kelly  can  offer  .  .  .  vac.  formed 
inserts,  coffrets,  clear  blisters  and  cards,  book  packs 
and  a  secure  contract  packing  service:  all  backed  by  a 
superb  design  department  Talk  to  Kelly  soon 

Ask  for  Peter  Gallagher,  Sales  Office  Manager 


R.C.KELLY  PACKING  LIMITED 

Lancaster  Road, 
Dunston  Industrial  Estate, 
Gateshead,  Tyne  &  Wear  NE1 1  9JN. 
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Fassett  &  Johnson 

Service  to 
chemists 

Continued  from  p769 

The  company's  1977  colour  catalogue 
is  now  available  and,  for  the  first  time, 
shows  the  full  range  of  merchandise 
that  can  be  obtained  in  both  the  home 
and  overseas  markets. 

Fassett  &  Johnson  was  one  of  the 
earliest  agency  companies  to  market  pro- 
ducts produced  by  companies  who  have 
since  become  some  of  the  leading 
"ethical"  and  toiletry  manufacturers. 
Plans  for  continued  expansion  have  this 
year  resulted  in  a  re-appraisal  of  the 
marketing  department  by  examining  areas 
where  the  company's  sales  force  can 
carry  additional  lines.  Faced  with  ever 
increasing  representatives'  selling  costs, 
many  companies  are  today  forced  to 

Above:  Technical  director,  Mr  Ken  Emery, 
MPS,  at  work  in  the  product  development 
and  analysis  laboratory.  Below:  A  view  of 
the  Milton  Keynes  factory  and 
administrative  building  on  the  Mount 
Farm  Estate,  Bletchley 


adopt  alternative  selling  methods  and 
Fassett  &  Johnson  offer  an  entire  sales, 
marketing  and  manufacturing  package  to 
companies  who  find  rising  costs  are  now 
forcing  them  to  contract  their  efforts. 

Summing  up  current  prospects,  Ken 
Fowler,  managing  director,  says,  "Fassett 
&  Johnson  owes  a  considerable  part  of 
its  success  to  its  established  association 
with  the  chemist  trade.  Our  forward  pro- 
jections are  based  on  a  policy  of  improv- 
ing our  service  and  product  range  to  this 
segment  of  the  market — and  with  these 
foundations  we  feel  truly  confident  that 
1977  will  see  another  successful  chapter 
in  the  history  of  the  company". 
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Wishes  to 
Congratulate 
Fassett  &  Johnson 
and  Associated 
Companies  upon 
150  Successful  Years 

International  Flavours  &  Fragrances 
IFF  (Great  Britain)  Limited 


HOLLINGSWORTH  MARSHALL 

Congratulate 

FASSETT  &  JOHNSON 

on  their 

150th  Anniversary 

As  suppliers  of  high  quality  packaging  for  the 

toiletries,  and  pharmaceutical  industries  we 
understand  very  well  how  to  manufacture  to  the 

standards  of  quality  set  by  companies  like 
Fassett  &  Johnson.  Our  range  of  products  include 

Rigid  and  Folding  cartons  with  gold  blocking 
windowing  and  embossing  facilities;  composites 
of  vacuum  formed  plastics  and  coffrets  for 
presentation  packs. 

Our  quality  printing  can  be  linked  with 
contract  pill  packing  to  pharmaceutical 
regulations.  We  give  a  complete  service 
from  design  through  to  phased  delivery. 

To  get  the  best,  contact 

Ivy  Gray, 
Hollingswortb  Marshall  Ltd., 

Faringdon  Avenue, 
Romford,  Essex  RM3  8SX 
Telephone :  Ingrebourne  4668 1 .   Telex :  896860 
Codes:  London  45/44  STD  040-23 
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F&J  bring  Village 
nto  Britain 


IflHHHHHl 

'Ml 

11_         '  41 

Toiletries  today  are  often  chosen  with  the  bathroom  decor  in 
mind,  and  soap,  bath  additives  and  other  toiletries  selected  to 
natch  and  complement  each  other. 

This  was  the  concept  of  the  Robert  Taylor  of  Minnesota,  USA, 
range  of  bath  products  launched  on  the  American  market  in 
1964  under  the  name  of  Village  bath  products.  Over  the  years 
tillage  has  grown  internationally  to  become  one  of  the  biggest 
names  of  its  kind  in  bathroom  co-ordinates.  Fassett  &  Johnson 
have  been  chosen  to  handle  distribution  in  Britain  and  plans  are 
n  hand  for  the  UK  launch  through  selected  outlets.  All  products 
within  the  range  are  packaged  in  a  variety  of  shapes  and  colours 
\o  create  a  highly  decorative  appeal  and  use  a  wide  variety  of 
jnusual   fragrances   such   as   crab   apple,   elderberry,  sage, 
leather.  One  of  the  first  items  to  be  introduced  in  America  by 
i/illage  was  a  collection  of  hand  rolled  soap  balls  in  eight 
olour-fragrance  combinations.  These  soaps  are  created  by  a 
raditional  kettle  soap  process  which  retains  expensive  mois- 
urising  glycerine  often  lost  in  natural  soap  processing. 

Today  the  range  extends  from  seed  packets  containing  bubble 
Dath,  to  elegantly  shaped  storage  jars  containing  bath  salts  with 
pnuch  of  the  packaging  suggesting  the  Victorian  general  store 
heme.  A  novel  and  highly  successful  innovation  to  Village  in 
ecent  years  is  the  Dirty  Kids  children's  bath  products  designed 

o  encourage  the  less  enthusiastic  youngsters  to  enjoy  the  The  ViHage  range,  manufactured  in  the  USA  and  distributed 
Measures  of  a  good  soak!  throughout  the  world,  is  to  be  introduced  to  the  UK  by  F&J 


Advertising 


Advertising 
Agents  for  products 
distributed  by 
Fassett  &  Johnson  Ltd. 


Nestle  LeMur  Hair  Products:  Nestle  Lite: 
Colour  Tone:  Colour  Touch:  Streaks  'n'  Tips: 
Shampoos.  Pinaud  for  Men.  Grossmith  Soaps  & 
Perfumes. John  Bell  Hills  &  Lucas  Products: 
Lotil:Frador:Fradojel:Medibath. 

Streets  Advertising  Limited, 
1  Crane  Court,  Fleet  Street.  London  EC4A  2 LB. 
Telephone: 01-353  4070. 


Lemor  Ltd,  New  York,  London, 
Toronto 

Congratulate  their  manufacturer/ 
distributers  in  the  U.K. 


FASSETT  &  JOHNSON  LTD 

Milton  Keynes  Mk  1 
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Play  your  part  in  putting 
Britain  back  on  its  feet 

In  Britain  today  more  people  take  time 
off  work  with  backacne  than  with  any  other 
ailment 

^t  relief  can  be  quick  and  simple  with 
Doaris  Backache  Pills.      ^  :  ^  ^   .  w 

For  fifty  w 
years  this  tried  ^>S^% 
and  tested  for-  4  HE  piUs 

mula  has  spelt      |  > 
quick  and  sus- 
tained relief 

IIP"-'  WMSMOm 

from  the 


miseries 

of  backache,  lumbago,  fibrositis  and  muscular 
rheumatism 

And  now  a  limited  number  of  special 
packs  are  being  offered  at  a  considerable  saving. 

So  help  get  the  nation  back  to  work  with 
Doan's  Backache  Pills.  Y^f^/k  lkl'Ct 

Rexnell  Ltd.  have  now  been  appointed  as         ^^^^  1 

selling  agents  a  Fulford  Williams  product 

ror  further  details,  write  to  or  phone  1 
Peter  Rule,  Group  Sales  Manager,  Rexnell  Ltd.,  32  Powerscroft  Rd.,  Footscray,  Sidcup,  Kent  (01-300  3377) 
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A  solution  to  the 
eadership  crises? 

What  a  mess  pharmacy  finds  itself  in  at 
the  moment!  A  brief  look  at  the  current 
scene  reveals  the  following  picture: 

1.  Retail  pharmacy  is  facing  massive  cuts 
of  up  to  16  per  cent  (Financial  Times)  in 
its  past  and  current  NHS  income,  let  alone 
future  reductions.  Pharmacists  are  already 
being  asked  by  their  banks  how  they 
ntend  to  repay  overdrafts  acquired  to  meet 
drug  cost  inflation  when  the  financial  Press 

uggests  they  have  got  to  pay  back  part  of 
their  past  remuneration. 

2.  PSNC  is  holding  Press  conferences 
without  seeming  to  inform  its  own  com- 
nittee  members  when  they  are  going  to 
be  held,  whilst  the  "nouveau  poor"  con- 

ractor  first  hears  the  good  news  from  his 

hairman  in  a  radio  interview. 

3.  Numark,  apparently  with  the  support  of 
he  NPA,  is  adopting  "ethical"-inked 
discount  schemes  with  all  the  risks  that 
ntail  for  the  retention  of  resale  price 
naintenance. 

1.  ASTMS,  never  at  a  loss  for  a  quick 
esponse,  already  has  advertised  in  the 
pharmaceutical  Society's  journal  suggesting 

0  contractors  that  the  only  way  to  a  better 
ileal  is  to  join  their  ranks. 

The  newcomer's  'albatross' 

Ml  this  would  be  worrying  enough  if  the 
profession  was  not  at  the  same  time  facing 

1  crisis  of  leadership  in  the  three  represen- 
ative  bodies.  Griff  David,  after  years  of 
valiant  effort,  has  declined  to  accept  re- 
lomination  to  the  chairmanship  of  the 

SNC  and  whoever  is  elected  in  his  place 
vill  have  the  albatross  of  the  forthcoming 
emuneration  cuts  hung  firmly  round  his 
leek  for  months  to  come. 

The  NPA  lost  its  senior-contenders  for 
hairmanship  in  the  recent  election  and 
las  now  elected  as  chairman  someone  who 
las  hardly  been  heard  of  outside  his  native 
Scotland. 

Jim  Bannerman  has  served  two  years  as 
in  outstanding  president  of  the  Society, 
iving  the  style  of  leadership  we  have 
eeded  for  so  long.  But  as  no  president 
ince  the  war  has  had  a  third  term,  his 
uture  as  president  hangs  in  the  balance. 

My  conclusion  must  be  that  firstly  we 
nust  all  close  ranks  if  we  are  to  survive; 
.nd  close  ranks  behind  a  credible  leader, 
f  not  we  run  the  risk  or  creating  a  leader- 
hip  vacuum  as  a  result  of  which  members 
ould  be  panicked  into  an  involvement 
vith  a  trade  union  or  other  organisation 
lutside  pharmacy,  with  the  possibility  of 
red  or  blue  dictatorship  imposing  itself. 
What  we  desperately  need  is  a  leader 
•/ho  first  has  the  respect  and  support  of 
he  vast  majority  of  pharmacists  in  order 
P  hold  the  profession  together  whilst  we 
ide  the  current  storm;  second  has  already 
hown  himself  to  possess  nearly  all  the 
ualities  we  need  at  this  time;  third  has 


established  rapport  and  respect  with  Minis- 
ters, MP's,  other  professions  and  the 
media,  and  fourth  has  shown  that  success 
and  popularity  does  not  necessarily  lead  to 
autocracy  and  dictatorship. 

In  my  view  there  is  one  outstanding 
person  who  has  shown  himself  able  (and 
hopefully,  willing)  to  lead  us  through  these 
weeks  of  crisis.  For  the  sake  of  those  of 
us  who  have  regarded  our  future  to  be  in 
pharmacy  for  decades  to  come  let  us  hope 
that  sanity  prevails  during  the  troubled 
days  ahead  and  that  Jim  Bannerman  is 
persuaded  to  hold  the  reins  a  little  longer. 

Graham  Walker 
Spalding,  Lines 

ASTMS  and  the  pay  cut 

The  "crunch"  has  come  for  general  prac- 
tice pharmacy.  We  either  fight  or  die.  Let 
their  be  no  denigration  of  our  negotiators. 
They  put  forward  their  case  in  the  best 
way  that  they  knew,  and  a  very  strong 
case  it  was.  But  they  have  failed,  and  have 
acknowledged  defeat  in  their  letter  to  con- 
tractors dated  May  13. 

There  now  remains  only  one  weapon  to 
be  used  against  the  Department  of  Health 
if  we  are  to  save  ourselves ;  that  weapon 
is  "industrial  muscle". 

The  general  practice  pharmacy  section 
of  ASTMS  has  already  brought  the  mas- 
sive, though  flexible,  machinery  of  ASTMS 
to  a  speedy  state  of  readiness.  The  assistant 
general  secretary,  Stan  Davison,  has 
already  written  to  David  Ennals,  Secretary 
of  State,  to  receive  an  urgent  delegation  of 
ASTMS  MPs  led  by  Stan  Davison,  and 
members  of  the  pharmacy  section. 

There  is  no  longer  any  further  time  for 
"pussyfooting"  about,  if  GP  pharmacy  is 
to  survive.  Writing  to  MPs  is  a  very  useful 
exercise,  as  is  obtaining  public  sympathy 
and  support,  but  time  is  of  the  essence. 

Unless  every  pharmacist  in  general,  and 
of  course,  all  contractors  in  particular,  can 
unit  on  this  issue,  then  all  will  be  lost. 

ASTMS  has  a  programme  mapped  out 
now.  It  is  up  to  all  contractors  to  either 
urge  the  PSNC  to  join  forces  with  ASTMS 
to  fight  effectively  the  Department  of 
Health's  new  destructive  weapon,  or  to 
mandate  ASTMS  to  fight  the  Department 
alone,  on  their  behalf,  by  joining  ASTMS 
now,  before  it  is  too  late. 

S.  Blum 

Secretary 

ASTMS/GP  pharmacy  section 

Chemist  closures 

As  pharmacy  brokers  and  stocktakers  who 
annually  revalue  dispensing  stocks  held  by 
a  wide  variety  of  chemists,  our  findings 
are  at  some  variance  with  those  of  the 
Department  of  Health.  These  findings  are 
further  confirmed  by  our  daily  contact 
with  pharmacists  who  are  contemplating 
the  sale  or  closure  of  their  businesses. 

If  the  aim  of  the  contractors'  agreement 
with  the  NHS  has  hitherto  been  to  main- 
tain "an  adequate  service  to  the  public",  it 
seems  to  have  fallen  rather  short  of  its 
target  if  the  large  number  of  closures  is 
anything  to  go  by.  These  closures  have 
been  brought  about  because,  quite  under- 
standably, chemists  are  unwilling  to 
finance  the  capital  required  of  them  out  of 

Continued  on  p775 


There  comes 
a  time  in 

every 

woman's  life 
when  she 
needs  some 
one  to  get  a 
good,firm 
grip  of  her 
legs. 

And  we  re 
just  the 

ones  to  do  it! 


LASTONET  PRODUCTS  LIMITED 
Redruth,  Cornwall. 
Telephone:  Camborne714141  (std 0209) 
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exposed? 

In  both  national  and  local  papers,  local  radio  and  regularly  on  television 
across  the  country,  for  instance  ?  Or  with  a  whole  spectrum  of  eye-catching 
P.O.S.  material  provided  absolutely  free  ? 
If  not,  you  could  be  losing  sales. 


Photographic  developing    _  and  printing  is  currently  one  of  the  fastest 

expanding  markets  in  the  country,  and 
all  indications  are  that  this  trend  will 
continue,  indeed  accelerate,  in  the 
g|     near  future. 

No  Company  spotlights  this  dramatic  advance  better 
than  Tudor  Processing.  Here  at  Tudor  we  pride 
ourselves  that  millions  of  customers  already  regard  our 
name  as  synonymous  with  high  quality  photography. 
We  have  long  known  that  looking  after  our  dealers' 
interests  by  providing  both  an  efficient  and  personal 
service  is  the  key  to  our  success. 
We  think  this  service  is  something  to  shout 
about.  So  we  do.  Our  advertising  policy  is 
geared  to  provide  support  all  the  way,  in 
every  way,  from  T.V.  to  P.O.S. 
Tudor  efficiency  is  unrivalled 
We  can  boast  a  computerised  technology  and 
'capacity  second  to  none  in  Europe  -  our  processors  are 
at  work  around  the  clock.  Backed  by  our  Transport  division,  with  a  fleet  of  over  50 
vans,  we  can  ensure  clockwork  collection  and  delivery  to  all  our  dealers  in 
England  and  Wales. 

The  Tudor  'personal  touch'  is  there  all  along  the  line 
Liason  personnel  in  each  department  are  responsive  to  our  dealers'  every 
need,  and  regular  calls  are  paid  by  our  representatives.  Individual  inspection 

of  every  print  and  our  wide  range  of 
personalised  services,  including  Post-A- 
Photo,  Date-A-Photo  and  Canvas  Prints  are 
all  examples  of  the  Tudor  'personal  touch'. 
And  the  free  album  given  with  every  set  of 
prints  from  Tudorcolor  film  is  another  big 
plus  for  your  customers. 

Tudor  Wholesale  offers  an  ever  increasing  range  of  leading 
brand  cameras  and  photographic  equipment  with  delivery 
normally  in  24  hours.  Send  for  our  brochures  with  the  full  range 
of  products  -  you  will  be  impressed  with  our  prices  and  terms, 
in  fact  you  will  be  impressed  by  the  way  we  do  everything  at  Tudor.  So  why  not  make  your  way 
the  Tudor  way  in  1977. 


To  receive  full  information  on  Tudor  services 
simply  complete  the  coupon  below  and  send  to 
John  Halliwell,  Marketing  Manager. 

Tudor 

PROCESSING  LTD 

30-32  Oxgate  Lane  Factory  Estate 
London  NW2  7HU  Telephone  01 -450  8066 


I  I  Please  send  me  full  information  on  Tudor  Services 
' — '  and  Wholesale  lines 

CD  Please  arrange  for  your  representative  to  call. 
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their  remuneration.  What  carworker,  for 
example,  could  be  persuaded  to  invest 
capital  in  his  employer  in  order  to  receive 
his  weekly  pay  packet?  From  the  evidence 
available  to  us,  it  would  appear  that  the 
number  of  closures  would  have  been  sub- 
stantially higher  were  it  not  for  the  chance 
influx  of  immigrant  pharmacists  who 
brought  with  them  the  capital  required — 
capital  that  has  not  been  available  to  resi- 
dent pharmacists  other  than  at  rates  of 
interest  and  depreciation  higher  than  that 
received  from  the  NHS.  And  yet  the  NHS 
is  now  seeking  to  reduce  this  return  on 
capital  still  further! 

We  believe  that  sidetracking  the  issue — 
to  how  many  weeks  dispensing  stock  is 
held  by  chemists — is  as  unconscionable  as 
it  is  unrealistic.  Either  chemists  receive  an 
adequate  return  on  the  capital  needed,  or 
they  close.  Whatever  the  findings  of  Sir 
Patrick  Nairne,  the  fact  cannot  be  denied 
that  chemists  are  closing.  Just  how  this 
can  possibly  reflect  the  prosperity  of  phar- 
macists, we  would  be  at  a  loss  to  under- 
stand were  it  not  that  the  NHS  would 
appear  to  be  managed  by  those  whose 
knowledge  of  the  facts  of  business  life 
may  leave  something  to  be  desired. 

We  would  be  happy  to  lend  any  support 
we  can  to  the  PSNC  in  their  endeavours 
to  mitigate  the  wholly  destructive  measures 
proposed  by  the  Department  of  Health. 

John  Goldman 
Victoria  Valuers  Ltd 
London  W1 

PSGB  plus  PSNC 

Once  again  pharmacy  is  at  the  crossroads, 
again  a  disunited  front.  The  result  is  that 
we  are  seen  and  dealt  with  by  the  Depart- 
ment of  Health,  without  thought  or  con- 
cern for  our  future  viability. 

We  are  not  to  be  compared  with  any 
other  profession.  The  general  practice  con- 
tractor is  the  only  one  who  is  continually 
increasing  investment  to  support  the  NHS, 
and  as  a  result  we  see  the  continual  closure 
of  pharmacies  to  the  detriment  of  the 
public  and  the  profession.  There  is  no  easy 
solution,  but  a  thought  on  basics  is 
essential. 

The  Pharmaceutical  Society  is  our  regis- 
tration body,  the  PSNC  our  negotiating 
body.  Notwithstanding  the  advertisement 
by  ASTMS,  no  other  organisation  has 
authority  or  is  involved.  The  two  organisa- 
tions must  work  together  in  actuality. 

The  president  of  the  PSGB,  Mr  Banner- 
man,  who  because  of  the  manner  in  which 
he  has  worked  and  the  superb  job  he  has 
done  for  pharmacy,  must  be  asked  to  con- 
tinue for  at  least  another  year  in  his 
position.  He  must  bring  with  him  the  total 
support  of  the  members  of  the  PSGB  to 
the  continued  efforts  of  the  PSNC.  If  this 


is  done,  we  can  have  a  united  front  and 
from  this  position  command  the  respect 
of  the  DHSS. 

The  present  DHSS  proposals  are  fala- 
cious,  they  have  played  "ducks  and 
drakes"  with  the  contractor  and  the  pro- 
fession for  too  long. 

As  a  contractor,  all  I  ask  is  that  I 
should  be  paid  for  my  investment,  my 
stock  and  the  work  involved,  not  by  some 
hypothetical  formula,  but  actual  adequate 
remuneration  to  ensure  my  future  viability 
to  continue  to  give  service  to  the  public. 

The  contractor  has  for  many  years  been 
butressing  the  NHS.  It  is  time  this  situa- 
tion was  reversed  and  the  DHSS  supported 
the  service  the  contractor  is  giving  to  the 
public  in  toto. 

The  PSNC,  with  the  support  of  Mr 
Bannerman  and  the  members  of  the  PSGB, 
together  and  only  together,  can  right  the 
present  injustice. 

Trevor  Waller 

Dagenham,  Essex 
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Cut  administration  costs 

If  Sir  Patrick  Nairne  has  to  save  £11  mil- 
lion on  behalf  of  the  Department  of 
Health,  I  suggest  that  he  starts  at  admin- 
istration level. 

When  my  NHS  general  practitioner 
retired  recently  a  stereotyped  letter  was 
sent  to  all  patients  on  his  list  informing 
them  of  the  fact. 

At  the  same  address  my  wife,  myself 
and  my  two  teenage  daughters  all  received 
identical  letters  in  four  different  envelopes 
bearing  four  different  postage  stamps. 

Multiply  this  wastage  by  the  number  of 
families  on  the  doctor's  list,  and  the  num- 
ber of  doctors  retiring  throughout  the 
country  in  the  course  of  a  year,  and  one 
can  realise  why  there  is  no  money  left  in 
the  kitty  for  pharmaceutical  remuneration. 

A.  Leiter 
London  N12 

More  letters  on  p779 
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success. 


Deep 
Cleansing 

Tonic 


Deep  Cleansing  Tonic  sales 
have  gone  through  the  roof;  so  much  so, 
that  we're  backing  it  with  even  heavier 
advertising  with  big  impact  spaces  in  the  Sun  and 
Sunday  Mirror  -  through  May,  June  and  July. 

Make  sure  Deep  Cleansing  Tonic  is 

on  your  self-select  shelves. 
When  they  see  it,  they  buy  it ! 
Deep  Cleansing  Tonic  works. 
For  chemists'  sales,  as  well. 

4>  DEEP  CLEANSING  TONIC  + 

good  news  for  oily  skins. 
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Branch  Representatives  Meeting 


Branches  press  for  action 
towards  planned  service 


The  Pharmaceutical  Society's  Branch 
Representatives  Meeting  last  week  pledged 
its  support  for  early  introduction  of  a 
planned  service. 

Hertford  Branch  proposed  that  Council 
should  take  all  practical  steps  to  ensure 
planned  distribution  of  pharmacies.  Mr  G. 
Noden  said  urgent  action  was  needed  to 
prevent  existing  viable  pharmacies  against 
"leapfroggers".  The  priority  was  not  to 
attract  pharmacies  into  rural  areas  but 
protect  those  pharmacies  already  giving  a 
comprehensive  service  from  being  forced 
out  of  business.  Family  Practitioner 
Committees  should  have  powers — in  con- 
sultation with  Local  Pharmaceutical  Com- 
mittees— to  restrict  NHS  dispensing 
contracts  in  areas  close  to  health  centres. 

Mr  R.  L.  Horder,  seconding,  said  that 
although  contracts  were  negotiated  with 
FPCs,  the  Society  could  become  much 
more  closely  involved  by  opposing  the 
registration  of  pharmacies  which  threatened 
the  viability  of  others. 

'Strike  off  leapfroggers' 

Mr  Dengar  Evans,  Gwent,  said  "what  we 
should  really  be  doing  is  removing  the 
leapfroggers  from  the  Register."  He  felt 
that  if  pharmacists  could  demonstrate 
they  were  not  traders  and  could  put  an 
"impeccable  professional  argument"  to  the 
Department  of  Health  they  might  meet 
with  some  success.  "We  tend  to  label  our- 
selves as  traders  and  are  then  defeated 
when  the  law  in  restraint  of  trade  is  in- 
volved," he  explained. 

South  Cheshire  Branch  proposed  that 
the  Society  should  make  early  representa- 
tions to  the  Department  for  a  planned 
service  on  the  basis  of  open,  intermediate 
and  restricted  areas,  as  for  medical  prac- 
tices. Mrs  Estelle  Jones  warned  that  if  the 
profession  did  not  act  soon  "it  will  all  be 
done  for  us  by  the  DHSS  and  it  will  be 
too  late  for  us  to  have  any  say  in  the 
matter,  even  if  we're  involved  in  consul- 
tations." The  more  pharmacies  closed  and 
communities  lost  their  pharmaceutical  ser- 
vices, the  more  pressure  would  be 
exerted  on  the  Government  to  introduce 
a  planned  service. 

Mr  W.  T.  Brookes,  seconding,  believed 
planned  distribution  would  make  the  most 
sensible  use  of  manpower,  with  the  pro- 
fession able  to  plan  more  realistically  for 
the  future.  The  public  would  get  the  ser- 
vice it  needed  and  the  profession  would 
gain  economically  viable  pharmacies.  Mr 
L.  Robertson,  Bedfordshire,  felt  planned 
distribution  would  never  be  achieved  un- 
less the  necessary  legislation  was  passed  to 
enable  an  FPC  to  stop  a  pharmacy 
from  opening. 

The  president,  Mr  J.  Bannerman,  re- 
assured delegates  that  Council  was  whole- 
heartedly committed  to  the  planning  of 
pharmaceutical    services.    Both  motions 


were  carried.  Last  year's  BRM  carried  a 
motion  calling  for  "an  acceptable  geo- 
graphical distribution  of  pharmacies  pro- 
viding an  adequate  pharmaceutical  service." 

The  meeting  approved  a  motion  seeking 
to  curb  doctor  dispensing :  "Although  our 
aim  is  that  all  dispensing  should  be  done 
by  pharmacists,  all  prescriptions  issued 
within  one  mile  of  a  pharmacy  should  be 
on  an  FP14  or  FPIO  so  that  they  can  be 
dispensed  in  the  normal  way  in  a  phar- 
macy." This  final  wording  was  agreed  after 
an  amendment  to  drop  the  phrase  "issued 
within  one  mile  of  a  pharmacy"  was 
defeated. 


Support  for  students 

Representatives  were  overwhelmingly  in 
favour  of  a  pharmaceutical  student 
membership  within  the  Society,  involving 
student  participation  at  BRM  in  a  similar 
manner  to  the  branches. 

Mr  Bannerman  pointed  out  that  stu- 
dents had  no  right  to  address  the  meeting 
and  would  need  the  permission  of  repre- 
sentatives, which  was  given.  Mr  A.  Banks, 
a  former  British  Pharmaceutical  Students 
Association  president  and  one  of  the 
originators  of  the  proposal,  spoke  on 
behalf  of  students  and  proposed  the 
motion.  He  said  that  for  some  years  stu- 
dents had  been  allowed  to  attend  BRM  as 
observers.  The  proposal  was  not  a  "spur 
of  the  moment"  decision  but  one  which 
had  been  discussed  at  three  successive 
BPSA  conferences.  Students  felt  part  of 
the  Society  and  were  proud  of  the  pro- 
fession ;  union  would  cement  the  relation- 
ship. There  were  many  areas  where 
students  were  more  knowledgeable  than 
members  and  it  was  only  prudent  to 
allow  them  to  present  motions  directly 
applicable  to  them.  They  could  influence 
Council  with  representatives'  guidance  and, 
although  the  latter  would  have  the  final 
say,  students  could  support  their  case. 

Mr  Banks  reminded  the  meeting  that 
pharmaceutical  students  were  not  a  mili- 
tant group  and  with  Society  status  could 
resist  attempts  by  the  National  Union  of 
Students  to  "swallow  them  up" — the  fate 
of  British  medical  students.  The  new 
association  was  not  one-sided — students 
would  give  up  considerable  autonomy  to 
gain  the  proposed  representation.  Mr 
Banks  received  loud  applause. 

Mr  A.  Stow,  president  BPSA,  seconding 
the  proposal  said  students  only  wanted 
voting  rights  on  affairs  of  direct  concern 
at  BRM,  not  at  all  events.  Supporting  the 
students,  Mr  Morton,  East  Kent,  said  his 
own  introduction  to  the  Society  had  been 
haphazard.  Formalisation  and  closer  bond- 
ing would  be  to  the  benefit  of  all.  Mr  C. 
Ranshaw,  Crawley,  told  representatives  not 
to  be  afraid  of  students — they  would  not 
waste  two  or  three  hours  of  discussion  on 


28  May  1977 

student  problems.  Not  only  good  aca- 
demics were  required  but  good  citizens, 
good  pharmacists,  and  Society  status 
would  promote  this. 

Mr  R.  Jackson,  West  Metropolitan,  said 
students  were  trying  to  go  too  far.  They 
were  not  entitled  to  get  votes  and  propose 
motions — they  were  not  members.  Mr  R. 
Odd,  Buckinghamshire,  reluctantly  opposed 
the  motion.  He  said  students  could  speak 
at  the  meeting  by  permission  but  the 
motion  asked  for  too  much. 

Mr  G.  Bedford,  Huddersfield,  suggested 
students  had  the  opportunity  to  attend 
branch  meetings  and  could  make  their 
views  known  in  this  way.  Mr  A.  Bond, 
Somerset,  thought  the  Society  should  re- 
establish its  student  membership  category 
which  would  enable  students  to  put 
motions  at  branch  meetings.  Mrs  L.  Stone, 
Gwent,  pointed  out  that  students  were  the 
future  and  that  many  members  of  Council 
had  been  BPSA  executives.  Students  had 
rightly  decided  to  give  up  autonomy  on 
one  condition — the  right  to  put  motions 
concerning  their  future.  Was  that  so  very 
much  to  give  them?  she  asked. 

Mrs  C.  Glover,  Portsmouth,  said  that 
students  only  wanted  to  speak  on  matters 
of  concern  to  them — the  meeting  could 
also  "squash"  any  motion  they  did  not 
like.  Mr  M.  Burden,  Leicestershire,  thought 
students  were  asking  for  more  rights  than 
other  membership  groups. 

Mr  G.  Dale,  Wirral,  proposed  an 
amendment  that  participation  at  BRM 
could  only  be  on  matters  directly  relating 
to  student  affairs.  (Not  in  the  original 
motion  but  always  intended,  the  students 
claimed).  The  amendment  was  carried  and 
the  amended  motion  was  passed. 

Joint  BRM  and  Conference 

Council  is  currently  seeking  the  branches' 
opinions  on  whether  the  BRM  and  BP 
conference  should  be  held  consecutively  as 
a  means  of  saving  money.  Fife  Branch 
proposed  that  the  two  events  should  be 
held  concurrently.  Mr  J.  H.  Henderson 
said  that  not  only  would  this  arrangement 
mean  a  reduction  of  delegates'  costs,  but 
it  would  lead  to  much  better  informed 
debate — by  holding  the  BRM  during  the 
Conference  week,  delegates  would  have 
many  opportunities  to  air  their  views  in 
informal  discussion  beforehand.  Some  Con- 
ference attenders  were  interested  only  in 
the  scientific  side,  not  the  politics ;  they 
would  inevitably  get  drawn  into  these 
discussions  and  possibly  develop  a  lasting 
involvement  in  the  Society's  affairs.  The 
Conference  also  attracted  a  lot  of  media 
attention  and  Mr  Henderson  felt  it  would 
be  "no  bad  thing"  if  some  of  the  pub- 
licity was  carried  over  to  the  BRM. 

However,  several  speakers  opposed  the 
idea  and  the  motion  was  eventually 
defeated.  Mr  S.  Kitchen,  Norwich,  felt  that 
there  were  scarcely  enough  professional 
meetings  already  and  discussion  of  phar- 
macy politics  should  not  be  cut  further  for 
reasons  of  cost.  Mrs  IJnda  Stone,  Gwent, 
said  that  BRM  delegates  were  often  very 
different  from  Conference  attenders  so  if 
the  two  events  were  held  together,  many 
branches  would  not  be  adequately  repre- 
sented at  both :  Mr  Dengar  Evans,  Gwent, 
felt  that  the  Conference  was  the  "orna- 
mentation" of  the  profession — a  glamour- 
ous focal  point  for  influencing  the  nation 
Continued  on  p778 
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If  we  can  sell  our 
pregnancy  test  on  a  train, 

think  how  easy 
it'll  be  to  sell  in  your  shop. 

Last  year,  when  Predictor  was  advertised  on  the 
London  Underground,  sales  rose  by  60%. 

So  this  year  were  going  national  by  also  taking  half 
pages  in  leading  women's  magazines. 

Altogether,  we  re  spending  £135,000,  which  includes 
in-store  display  units,  till  stickers  and  window  stickers. 

As  Predictor's  based  on  a  well  proven  hospital  test, 
you  can  be  sure,  it's  reliable  and  accurate. 

And  it's  very  simple  and  quick  to  use.  Women  can 
find  out  for  themselves  in  a  couple  of  hours  whether  or  not 
they're  pregnant. 


So  if  you  don't  stock  Predictor,  order  some  now, 
because  even  though  it  sold  well  on  trains  last  year,  we  predict 
it'll  sell  even  better  in  chemists  this  year. 


Predictor. 

The  pregnancy  test  she  does  herself  „  m,     -  If  W 

FOR  MORE  DETAILS:  TELEPHONE  542  3402,  CHEFARO  PROPRIETARIES  LTD.,  CROWN  HOUSE,  LONDON  ROAD,  MORDEN,  SURREY SM4  5DZ. 
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'Democracy 
bids  lost 

Continued  from  p776 

as  a  whole — whereas  the  BRM  was  a 
"battleground"  where  policy  was  fashioned, 
so  the  two  should  be  kept  separate.  Other 
speakers  felt  that  the  Conference  pro- 
gramme was  crowded  enough  already. 

Earlier  in  the  discussion,  Mr  David 
Sharpe,  on  behalf  of  Council's  Organisa- 
tion Committee,  said  that  the  meeting's 
views  would  be  considered  by  Council 
when  it  came  to  a  decision  on  the  matter 
in  the  next  couple  of  months. 

Two  bids  for  more  "democracy"  within 
the  profession  were  defeated.  Gwent 
Branch  proposed  that  resolutions  passed 
by  a  two-thirds  majority  at  BRMs  should 
become  binding  on  Council  and  Dudley, 
Stourbridge  Branch  and  East  Metropolitan 
together  proposed  that  Council  should  con- 
sult the  membership  at  branch  level  before 
making  decisions  affecting  the  day  to  day 
work  of  practising  pharmacists. 

Proposing  the  first  motion,  Mr  Dengar 
Evans  felt  that  members  should  be  able 
to  instruct  Council  to  carry  out  their 
wishes.  Apathy  among  pharmacists  could 
have  arisen  from  the  frustrating  feeling 
that  they  could  never  change  anything 
because  of  the  nature  of  the  standing 
orders.  He  suggested  that  "a  little  demo- 
cratic fresh  air"  would  bring  vitality  back 
to  an  institution  which  was  rapidly  becom- 
ing "thrombotic". 

Mr  David  Sharpe,  member  of  Council, 
said  the  drawbacks  of  Gwent's  suggestion 
outweighed  its  merits.  There  could  be 
good  reasons  for  Council  not  wishing  to 
be  bound  on  a  particular  issue — reasons 
which  could  not  be  disclosed  at  the  time 
of  the  debate — or  other  factors  affecting 


an  issue  could  arise  after  the  BRM.  The 
meeting  might  also  be  swayed  by  "oratory" 
or  carry  a  resolution  during  a  "light- 
hearted"  phase  without  due  consideration. 
Members  always  had  a  chance  to  object 
to  the  decisions  Council  took  and  an 
elected  Council  had  to  justify  its  actions. 
Members  could  also  influence  the  Council 
through  their  voting  papers. 

"The  fiasco  and  chaos  produced  by 
FPNII4  and  the  new  British  National 
Formulary"  prompted  the  move  for  more 
consultations  at  branch  level.  But  speakers 
felt  Council  should  be  given  freedom  to 
act  on  behalf  of  the  profession.  "We 
don't  want  a  cumbersome,  bureaucratic, 
creaking  mechanism  that  takes  six  months 
to  come  to  a  decision",  Mr  I.  Caldwell, 
Glasgow,  asserted. 

A  move  by  Dorset  and  Plymouth 
Branches  to  abandon  the  single  transfer- 
rable  voting  system  for  Council  elections 
was  defeated.  Speakers  for  the  motion  felt 
that  last  year's  election  had  caused  much 
disappointment  and  increased  apathy 
among  the  voters,  whereas  speakers  oppos- 
ing the  motion  felt  STV  should  be  given 
a  chance,  particularly  as  there  had  been 
such  a  long  campaign  to  get  the  system 
introduced  and  a  referendum  was  to  be 
held  next  year  on  the  profession's  views. 

Regional  committees 

Nine  branches  combined  to  propose 
that  "the  Society's  regional  committees 
should  be  continued  and  their  functions 
enlarged  with  particular  regard  to  inter- 
branch  communication  and  their  role  in 
the  control  of  postgraduate  education,  by 
ensuring  that  the  future  adequate  repre- 
sentation of  practising  members  on  any 
regional  postgraduate  education  committee 
is  appointed  by  regions  of  the  Society". 
The  motion  was  carried. 

A  motion  "aimed  at  achieving  greater 
unity  amongst  pharmacists"  was  lost. 
Halifax  Branch  proposed  that  the  Society 
should  be  responsible  for  negotiating  the 
NHS  contract  and  that  a  referendum  be 
held  to  ascertain  members'  wishes.  Mr  M. 
Almond  said  that,  as  a  matter  of  prin- 
ciple, the  Society  as  a  professional  body 
should  negotiate  the  terms  under  which 
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professional  work  should  be  carried  out. 
The  present  negotiators  should  be  retained 
but  under  the  Society's  "umbrella". 

Mr  C.  C.  Stevens,  member  of  Council, 
said  discussions  were  still  taking  place 
with  the  Pharmaceutical  Services  Negotiat- 
ing Committee  as  to  how  the  Society  could 
be  involved  but  no  firm  conclusion  had 
yet  been  reached. 

A  motion  deploring  the  restriction  of 
branch  representatives  to  two  and  urging 
Council  to  reconsider  the  situation  was 
carried.  Mr  I.  Caldwell,  Glasgow  and 
West  of  Scotland,  proposing  the  motion, 
said  the  restriction  effectively  disenfran- 
chised larger  branches.  Branch  representa- 
tion should  be  in  proportion  to  its  size. 

Dissatisfaction  with  the  information  on 
data  cards  and  with  manufacturers'  labels 
was  expressed  in  two  motions  from 
Burnley.  Council  was  urged  to  discuss  the 
problem  with  the  Association  of  British 
Pharmaceutical  Industry.  Mr  Beanland, 
proposing  the  motions,  said  that  the  phar- 
macist could  not  provide  accurate  infor- 
mation on  drug  usage  unless  he  was  given 
it  by  the  manufacturer.  Several  speakers 
from  industry,  however,  thought  the  infor- 
mation was  provided  in  the  data  sheets. 
Mr  Beanland  also  suggested  that  where 
packs  were  intended  to  be  supplied  to  the 
patient  more  thought  should  be  given  to 
how  the  legal  requirements  were  presented 
on  the  pack.  For  example,  the  expiry  date 
of  antibiotic  powders  was  intended  for 
the  dispensing  pharmacist  not  the  patient, 
yet  was  often  clearly  displayed. 

Mr  J.  Islam,  in  support,  said  labels 
should  be  free  of  information  not  intended 
for  the  patient.  Time  was  often  wasted  in 
trying  to  remove  information  when 
dispensing.  The  motions  were  carried. 

Other  motions  carried  included : 

□  Council  should  exert  maximum  pressure 
on  the  Health  Education  Council  to  make 
full  use  of  the  training,  expertise  and 
availability  of  pharmacists,  and  of  the 
display  facilities  in  community  pharma- 
cies, in  its  campaign  to  improve  the  health 
of  the  public. 

□  Council  should  be  urged  to  rethink  its 
policy  on  expenses  paid  to  delegates 
attending   Society   meetings,  in   order  to 
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Hay  fever  protection  that 
chemists  don't  sneeze  at 

Every  pocket-pack  of  'Histryl'  offers  your 
customers  rapid  relief  and  sustained 
protection  from  hay  fever  symptoms. 

The  'Histryl'  seasonal  offer: 
*  Only  £4.00  per  outer  of  1 2  charged  as  1 0  (excluding  VAT) 

■X-High  Pr       Retail  price  of  65p  (including  VAT)  per  pocket-pack 

means  a  profit  of  £3.1 7i  per  outer. 

Available  from  your  usual  wholesaler. 


'Histryl'  and  'Spansule' 
are  trademarks 


i—  Smith  Kline  &  French  Laboratories  Limited, 
OllCn"  Welwyn  Garden  City,  Hertfordshire  AL7  1  EY. 
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effect  economy.  First  class  travel  should 
be  permitted  for  an  uninterrupted  journey 
of  six  hours  or  more  or  when  a  sleeper 
has  to  be  used. 

□  Council  should  consider  carefully  any 
application  for  supplementary  branch 
grants,  judging  each  case  on  merit. 

□  Council  should  investigate  the  feasibi- 
lity of  introducing  a  comprehensive  scheme 
for  the  maintenance  of  patient  medication 
records  by  general  practice  pharmacists, 
and  that  if  found  practicable  immediate 
discussions  should  be  held  with  the  PSNC 
to  secure  adequate  payment  for  such. 

□  Council  should  bear  in  mind  that  the 
proper  role  of  the  pharmacist  lies  in  the 
provision  of  a  comprehensive  pharma- 
ceutical and  advisory  service  to  the  patient 
within  the  community  and  not  solely  as 
an  adviser  or  dispenser  in  a  health  centre. 

□  The  Society  should  be  the  inspecting 
and  enforcement  agency  for  Section  66  of 
the  Medicines  Act  1968. 

□  Council  should  investigate  the  setting  up 
of  a  course  in  the  diagnosis  and  treatment 
of  patients,  as  applicable  to  general  prac- 
tice pharmacy. 

Due  to  insufficient  time  for  discussion 
several  motions  were  referred  directly  to 
Council.  Among  them  was:  The  Drug 
Testing  Scheme  shall  be  modified  and 
extended  immediately  to  include  dispensing 
doctors. 


Letters 

Continued  from  p775 

Temptation  resisted 

We  have  a  local  GP  who  visits  our  phar- 
macy almost  daily.  With  the  advent  of  the 
lady  medical  representative  his  life  has 
become  much  brighter  and  he  greets  each 
pretty  rep  with  a  bear  hug  and  a  resound- 
ing kiss  on  both  cheeks.  On  occasion, 
when  the  rep  is  especially  attractive,  I  have 
been  tempted  to  take  part  in  these  oscula- 
tory  encounters,  but  remembering  my  47 
years'  faultless  membership  of  the  Society 
and  the  prospect  of  appearing  before  the 
Statutory  Committee  I  have  wisely  res- 
trained myself  and  continued  dusting  the 
senna  pods. 

In  remonstrating  with  him  about  his 
conduct  on  my  premises  he  gaily  laughs 
and  quotes  the  old  song  "It's  the  rich 
doctor  that  gets  the  pleasure,  it's  the  poor 
pharmacist  wot  gets  the  blame" — as  our 
colleague  from  Dumfries  found  to  his  cost 
when  called  to  London  recently. 

Drinking  whisky,  kissing  a  bonny  wee 
lassie,  speeding  a  car  around  Dumfries,  it 
could  make  the  shade  of  Robert  Burns 
look  down  in  sympathy  with  a  kindred 
spirit.  Stanley  Ackers 

Swanscombe,  Kent 

Slender  complaint 

I  have  complained  in  the  past  about  tele- 
vision advertisements  for  Slender  and 
Build-up,  but  I  might  just  as  well  have 
saved  my  breath  to  cool  my  porridge  .  .  . 
the  other  day,  there  it  was  on  my  screen 
again,  the  legend  "available  at  Boots  and 
other  chemists". 

Raymond  Hutchinson 

Harrow  Weald 
Middlesex 


PSGB  annual  meeting  

Department's 
new  ideas  on 
repeat  scripts 

The  Department  of  Health  has  submitted 
proposals  for  "several  new  alternative 
methods  of  providing  a  repeat  prescrip- 
tion service,"  Mr  J.  P.  Bannerman,  pre- 
sident of  the  Pharmaceutical  Society,  told 
the  Society's  annual  meeting  last  week. 

A  spokesman  for  the  Society  told  C&D 
that  there  had  been  five  methods  sug- 
gested, following  a  joint  proposal  by  the 
Society  and  the  British  Medical  Associa- 
tion involving  the  use  of  NCR  paper. 
Feasibility  studies  had  been  carried  out 
by  the  Department  which  showed  that 
NCR  paper  copies  could  deteriorate  when 
carried  around  by  the  patient.  The  De- 
partment's alternatives  had  still  to  be 
considered  by  the  Society's  Council,  the 
Pharmaceutical  Services  Negotiating  Com- 
mittee and  the  BMA,  but  there  seemed 
every  possibility  that  a  compromise  scheme 
would  emerge,  since  the  Department 
shared  the  enthusiasm  of  the  PSGB  and 
PSNC  for  the  concept. 

At  the  annual  meeting,  Mr  Bannerman 
said  proposals  would  be  studied  carefully 
and  he  added :  "It  is  encouraging  to  know 
that  the  Department  is  as  interested  as  we 
are  in  seeing  whether  or  not  a  form  of 
repeat  prescription  such  as  we  have  pro- 
posed will  result  both  in  the  reduction  of 
wastage  within  the  National  Health  Ser- 
vice, and  also  a  reduction  in  the  amount 
of  stock  held  by  pharmacists." 

Five  days'  treatment 

With  regard  to  the  abolition  of  the  BNF 
footnotes,  the  president  said  the  Depart- 
ment had  now  submitted  fresh  proposals 
for  dealing  with  incomplete  prescriptions. 
These  included  the  suggestion  that  where 
a  doctor  has  not  stated  the  quantity  (or 
period  of  treatment)  and  the  pharmacist 
cannot  contact  him,  the  pharmacist  should 
have  authority  to  supply  the  medicament 
for  up  to  five  days'  treatment  only — 
not  seven  as  argued  by  the  Society.  Both 
the  BMA  and  PSNC  agreed  with  the 
Department,  but  the  Society  was  still  con- 
testing the  point  "that  a  pharmacist  should 
only  be  paid  for  up  to  five  days'  supply 
of  the  medicament  when  he  has  contacted 
the  prescriber  who  has  omitted  to  state 
the  quantity,  and  by  oversight  the  pharma- 
cist has  failed  to  endorse  the  prescription 
with  the  magic  letters  PC". 

In  respect  of  the  Society's  buildings,  Mr 
Bannerman  suggested  that  Council's  critics 
might  for  once  give  credit  for  "foresight 
and  good  management".  The  freehold 
site  at  Lambeth  was  bought  in  1965  for 
£150,000  and  must  now  have  a  market 
value  of  £lm;  the  new  headquarters  and 
refurnishing  had  cost  £3 -5m,  but  with  its 
contents  were  now  valued  at  £7m.  And 
the  sale  of  the  Bloomsbury  premises  for 


£4  25m  to  the  Department  of  the  Environ- 
ment had  been  at  the  "very  peak  of  the 
market".  There  was  a  cash  surplus  which 
the  Society  hoped  to  invest  for  mainten- 
ance of  the  Lambeth  building.  "If  all  this 
represents  a  failure  of  investment  policy, 
then  I  abandon  all  hope." 

Referring  to  the  forthcoming  edition  of 
Mardinale's  Extra  Pharmacopoeia,  Mr 
Bannerman  asked  all  pharmacists  not  to 
treat  it  as  "a  secret  weapon"  to  be  kept 
strictly  to  themselves.  All  dealing  with 
drugs  and  medicines  should  be  well  in- 
formed about  them  and  if  it  were  recog- 
nised that  the  world's  most  famous  drug 
reference  was  a  product  of  the  Society 
"what  better  way  could  there  be  of  per- 
suading the  other  professions  that  pharma- 
cists are  the  people  who  know  about 
drugs?" 

During  questioning  of  the  annual  report, 
Mr  S.  Durham,  Sheffield,  asked  why  there 
was  no  reference  to  the  working  party  on 
the  general  practice  of  pharmacy.  The 
president  admitted  that  there  had  been 
little  progress  recently  because  of  the  need 
to  consult  outside  bodies  (which  was  now 
being  done)  but  when  the  report  came 
to  Council  it  would  be  put  before  the 
membership  for  discussion. 

Mr  R.  Hutchinson,  Harrow,  alleged  that 
the  single  transferable  vote  in  Council 
elections  had  been  revealed  as  a  "single 
non-transferable  vote" ;  he  sought  a  return 
to  a  seven-vote  system.  Mr  Bannerman's 
view  was  that  the  STV  decision  had  been 
taken  "very  reluctantly"  by  Council,  but 
at  least  it  gave  the  voter  a  vote  that 
counted.  However,  he  did  not  like  the 
philosophy  and  Council  was  to  look  again 
at  the  system. 


Fees  to  rise  again? 

Anticipating  a  substancial  deficit  on  the 
Society's  income  and  expenditure  account 
in  1977,  the  treasurer,  Mr  A.  Howells 
hinted  at  a  further  rise  in  fees  in  1978. 
Council  would  see  what  further  economies 
could  be  made,  he  said,  but  it  had  been 
seen  last  year  that  the  scope  was  not  great 
unless  some  major  activity  of  the  Society 
were  to  be  abandoned  or  seriously  cur- 
tailed. 

The  deficit  for  1976  of  £51,687  had 
arisen  despite  a  doubling  in  the  members' 
fees,  but  would  have  been  transformed 
into  a  £40,000  surplus  had  the  Department 
of  Health  been  able  to  approve  the  in- 
crease in  premises  fees  in  time.  It  appeared, 
said  Mr  Howells,  that  when  capital  gains 
tax  liability  on  the  Bloomsbury  sale  had 
been  agreed,  there  would  be  a  surplus  of 
£lm  in  the  premises  fund.  It  was  Council's 
view  that  that  should  be  invested  and  the 
income  used  to  off-set  the  running  costs 
of  the  new  building — which  was  the  pur- 
pose of  the  fund,  subscribed  by  members 
and  friends  of  the  Society  forty  years  ago. 

Mr  E.  I.  White,  Croydon,  drew  Council's 
attention  to  the  high  cost  of  transfering  the 
Register  to  computer — £25,000  in  1975  and 
a  further  £30,000  in  1976.  Was  it  to  be  a 
recurring  charge?  Mr  Howells  replied  that 
setting  up  costs  were  £30,000  and  a  further 
£17,000  would  be  required  for  improve- 
ment of  the  system  in  1977.  Normal  run- 
ning costs  in  1976  were  £14,000  and  were 
expected  to  be  £16,000  in  1977.  Mr  White 
suggested  that  meant  "50p  a  head"  for  a 
name  to  be  entered  on  the  Register! 
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Ever  since  the  manufacture  of 
the  first  insulin  preparation  in  1923,  we 
have  been  concerned  with  producing 
insulins  of  the  highest  quality.  Today  we 
supply  a  wide  range  of  insulins  with  a 
service  to  accompany  them— a  service 
that  includes  booklets  and  cards  for 
patients,  and  note  pads  and  wall  charts 
for  you.  If  you  have  any  queries,  our 
representative  is  on  hand  to  provide 
quick,on-the-spot  help  and  advice. 
If  you  would  like  to  know  more  about 
the  Wellcome*  Insulins  Service,  please 
fill  in  the  coupon  and  post  it  to  us. 

Specify  Wellcome  Insulins 

for  the  product-and  the  service. 


Full  information  is  available  on  request. 
Wellcome  Medical  Division 
The  Wellcome  Foundation  Ltd. 
Wellcome  Berkhamsted, Herts 

"Trade  Mark 


I  would  like  to  receive  further  details  of  the 
Wellcome  Insulins  Service.  Please  arrange  for  your 
representative  to  visit  me. 

Name  

Address  of  Retail  Pharmacy  


1 


Best  time  for  visit. 


Wellcome 

Insulins 

Service 
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Soots'  sales  up  by  20  pc, 
pre-tax  profits  by  26  pc 

\  202  per  cent  increase  in  sales  (to 
;735m)  for  the  year  ended  March  31  over 
he  previous  year  has  been  announced 
)y  Boots  Co  Ltd. 

Retail  sales  in  the  UK  increased  by  19 
)er  cent  and  world-wide  retail  sales,  23 
Der  cent.  Of  this  about  a  third  represents 
•eal  growth,  the  remainder  is  due  to 
nflation.  Profits  before  tax  increased  by 
163  per  cent  to  £91  lm  and  after  tax 
profits  were  £43  2m.  Minority  interests 
vere  £0  8m  leaving  £42  4m  profit  attribut- 
ible  to  shareholders.  £8  8m  has  been 
;harged  against  profit  towards  a  potential 
leficit  in  the  pension  fund.  The  increase 
n  profit  derives  from  increased  UK  sales 
ind  expanding  overseas  business  now 
iccounting  for  28  per  cent  of  group  profits. 

The  directors  have  declared  a  second 
interim  dividend  of  1  708  lp  per  share  to 
be  paid  on  July  14  to  those  shareholders 
-egistered  on  June  3.  The  previous  interim 
dividend  of  0  9745p  was  paid  in  January 
%nd  provision  has  been  made  for  a  third 
interim  dividend  of  00525p  if  the  rate  of 
ax  credit  is  changed  to  33  per  cent. 

Although  anticipating  the  difficult  eco- 
nomic climate  in  the  UK  will  continue 
during  the  year,  the  directors  believe  the 
sompany's  progress  can  be  maintained  pro- 
/ided  Government  measures  to  restore 
he  economy  are  effective. 
□  Boots  Co  Ltd  have  announced  the  ac- 
quisition of  the  American  Hospital  Supply 
UK)  Ltd's  infusion  solution  business  in 
he  United  Kingdom,  which  was  originally 
Dwned  by  Allen  and  Hanbury's.  Further 
development  of  the  business  will  now  be 
backed  by  Boots  existing  experience  in  this 
narket  and  supplemented  by  a  technical 
assistance  agreement  with  the  American 
Hospital  Supply  Corporation  whose  head- 
quarters are  in  Evanston,  Illinois,  USA, 
say  Boots'  statement. 

Seecham's  profit  rises 
more  tharTa  third 

Sales  of  Beecham  Group  Ltd  in  the  year 
to  March  31,  totalled  £7208m,  compared 
with  £566  6m  in  the  previous  twelve 
months.  The  pre-tax  profit  was  £  126  8m 
(£91  -2m). 

A  recent  application  for  exemption  from 
dividend  restraint  based  on  the  overseas 
content  of  the  group's  consolidated  profit 
before  taxation  and  net  assets  and  other 
relevant  factors  has  been  rejected  by  HM 
Treasury.  However,  in  order  to  ensure  that 
shareholders  receive  the  maximum  practic- 
able benefit  from  any  reduction  in  the  rate 
of  advance  corporation  tax  occurring  up 
to  and  including  August  6  (the  date  by 
which  it  is  anticipated  that  the  Finance 


Bill  1977  will  have  received  the  Royal 
Assent)  the  payment  of  the  final  dividend 
will  be  deferred  until  August  19.  The 
amount  payable  to  shareholders  on  that 
date  will  be  calculated  by  reference  to  the 
rate  of  advance  corporation  tax  in  force 
on  August  7. 

S&N  acquisition 

Smith  &  Nephew  Associated  Companies 
Ltd  have  acquired  the  Watson  Marlow 
companies,  manufacturers  of  peristaltic 
pumps  for  hospital,  laboratory  and  indus- 
trial use.  Watson  Marlow  occupy  a  mod- 
ern factory  on  a  17-acre  site  at  Falmouth, 
Cornwall  with  80  employees.  This  acqui- 
sition provides  Smith  &  Nephew  with  a 
base  to  expand  their  bio-medical  equip- 
ment supply  activities,  both  in  the  UK 
and  abroad. 

European  group  set  up 
by  Gillette  Industries 

Gillette  have  formed  a  new  international 
group  aimed  at  achieving  closer  co- 
ordination of  the  company's  growing 
business  activities  within  the  EEC  and 
adjacent  countries.  Mr  Rodney  S.  Mills, 
managing  director  of  Gillette  Industries 
Ltd  in  the  UK,  has  been  appointed  gen- 
eral manager  of  Gillette  Europe  and  will 
have  seven  local  general  manager  report- 
ing to  him  with  responsibility  for  opera- 
tions in  the  UK,  France,  West  Germany, 
Italy,  Iberia,  South  Africa  and  a  grouping 
called  "affiliated  companies"  which  em- 
braces nine  non-manufacturing  subsid- 
iaries in  each  of  the  remaining  western 
European  countries. 

The  new  group,  which  includes  three 
factories  in  the  UK,  two  in  Spain,  and  one 
factory  each  in  France,  Italy,  Germany 
and  South  Africa,  employs  approximately 
7,500  people.  Mr  Mills  said  at  group  head- 
quarters in  Isleworth,  Middlesex :  "The 
formation  of  the  new  group  reflects 
Gillette's  increasing  commitment  to  further 
growth  and  development  within  Europe. 
Gillette  is  established  in  all  western 
countries  and,  through  a  structured  policy 
of  diversification,  we  have  successfully 
extended  the  traditional  shaving  products 
range  to  cover  toiletries,  grooming  aids, 
writing  instruments  and  related  stationery 
items,  disposable  surgical  and  household 
products." 

Squibb  form  new  company 

E.  R.  Squibb  and  Sons  Ltd  have  formed 
a  new  company,  Squibb  Surgicare  Ltd, 
with  effect  from  June  1.  This  is  to  be  a 
major  commercial  development  in  the 
health  care  field  and  will  be  the  subject 
of  major  investment.  Production  facilities 
will  be  based  in  Reigate,  Surrey. 

For  the  present,  all  orders  for  Stoma- 
hesive  and  other  products  of  the  Surgicare 
range  should  be  placed  through  the  sales 
service  department  at  Moreton,  Wirral. 
Merseyside.  Any  alterations  in  the  distri- 
bution arrangements  will  be  announced  as 
they  arise. 

Laporte  make  record  profit 

In  the  annual  report  for  Laporte  Industries 
(Holdings)  Ltd  for  1976,  the  directors 
state  that  there  have  been  initial  problems 
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in  transferring  analgesics  production  to  the 
Ayrshire  factory.  The  year's  results  in  this 
field  were  therefore  disappointing,  but 
product  rationalisation  together  with  the 
introduction  of  new  products  are  expected 
to  lead  to  an  improvement  in  1977. 

A  further  extension  to  the  hydrogen 
peroxide  plants  at  Warrington  is  planned, 
and  capacity  for  hydrogen  peroxide  and 
other  peroxides,  sodium  perborate  and 
sodium  percarbonate  is  being  increased  in 
many  parts  of  the  world. 

Total  sales  of  the  group  in  1976  were 
£86  9m  (£62m  in  1975),  and  the  pre-tax 
profit  was  a  record  at  £153m  (£42m). 
Much  of  the  profit  came  from  interests 
outside  the  UK,  either  as  a  result  of  direct 
exports  or  from  overseas  manufacture. 

Briefly 

Kanga  Hospital  Products  Ltd,  the  Court- 
aulds  subsidiary  specialising  in  disposable 
medical  products,  have  moved  to  larger 
premises.  The  new  address  is  PO  Box  39, 
Bentinck  Street,  Bolton  BL1  4EX  (tele- 
phone Bolton  (0204)  46226,  telex  635081). 


Appointments 


Reckitt  &  Colman  pharmaceutical  division: 

Management  changes  are  designed  to 
strengthen  the  company's  position  in  both 
home  and  overseas  markets.  Mr  R.  S. 
Harris,  MPS,  is  now  area  director — UK 
and  exports.  He  retains  the  title  of  UK 
general  manager  Mr  D.  A.  Roser,  form- 
erly marketing  manager  (home  medicines), 
has  moved  to  the  export  division  to  be- 
come pharmaceutical  marketing  and  de- 
velopment manager.  He  heads  a  new  de- 
partment designed  to  further  increase  the 
achievements  of  pharmaceutical  exports. 
Within  the  UK,  Mr  N.  Thomason  becomes 
pharmaceutical  marketing  director,  at  the 
same  time  retaining  his  responsibility  for 
the  sales  force.  Mr  P.  G.  Averill  becomes 
pharmaceutical  sales  manager.  He  was 
formerly  area  manager  for  Lancashire 
and  Cheshire. 

Pharmaceutical  Packaging  (Leeds)  Ltd:  Mr 

Ken  Payne,  representative  for  27  years  in 
north  London  and  east  Midlands,  is  to 
represent  the  company  in  south-east 
London,  south  and  south-west  England. 
Mr  Derrick  Wood  has  been  appointed  for 
north  London,  east  midlands  and  Hertford- 
Continued  on  p782 
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shire  areas.  The  latter  territory  has  been 
administered  by  Mr  Harry  Wilson  who  will 
still  be  representing  the  company  in  Kent, 
Sussex,  east  London  and  east  Anglia. 

Farley  Health  Products  Ltd:  Mr  John 
Martin  has  been  appointed  product  man- 
ager for  baked  products,  which  include 
Farley's  rusks  and  Farex  fingers.  He  has 
been  product  manager  for  bananas  with 
Geest  Industries  for  the  past  two  years. 

May  &  Baker  Ltd:  Mr  T.  Clark,  FPS, 
CChem,  MRIC.  formerly  chemical  produc- 
tion manager,  has  been  appointed  chemical 
production  controller. 

E.    R.    Squibb    and    Sons    Ltd:    Mr  S. 

Williams,  CChem,  FR1C,  has  been  appoin- 
ted a  director  of  the  company,  responsible 
for  quality  control,  with  effect  from 
June  1. 

Yardley  of  London  Ltd:  Mr  Graham 
Buckley  has  been  appointed  sales  director. 
He  has  previously  held  sales  appointments 
with  Mars  Ltd  and  Procter  and  Gamble 
Ltd.  Mr  Terence  Murphy  has  been  appoin- 
ted personnel  controller. 

Witco  Chemical  Ltd:  Following  the  early 
retirement  of  Mr  F.  J.  Karsten,  commer- 
cial director,  Mr  A.  L.  L.  Hunting  has 
been  appointed  general  manager  at  Wool- 
wich and  Mr  David  Nicol  has  been 
appointed  manager  designate  for  Cyclo 
products  at  Worcester. 

Fassett  &  Johnson  Ltd:  Mr  Don  Tapsell 
has  been  appointed  general  production 
manager  at  the  new  factory  in  Milton 
Keynes.  Mr  Tapsell,  with  an  engineering 
background  and  some  10  years  experience 
in  the  toiletry-cosmetic  industry,  will  be 
responsible  for  the  entire  production  area 
of  the  medicinal  and  toiletry  plants. 

Carnation  Foods:  Following  the  retirement 
of  Mr  Jack  Stafford,  sales  director  for 
over  23  years,  Mr  Peter  Gibbs  has  been 
appointed  to  the  new  position  of  sales  and 
marketing  controller.  Other  appointments 
are:  marketing  manager  handling  adver- 
tising policy,  Mr  Reg  Smith;  trade  plan- 
ning manager,  Mr  Wynne  Griffiths;  major 
account  sales  manager,  Mr  Bob  Laird; 
field  sales  and  distribution  manager,  Mr 
Ron  Brown. 


Distribution  head  sought 

The  European  distributor's  association  in 
Brussels  (COCCEE)  is  looking  for  a  new 
secretary-general.  The  Retail  Consortium 
represents  the  UK  in  the  association  and 
says  candidates  should  be  fluent  in  English, 
French  and  German  with  experience  of 
working  with  international  organisations 
and  at  senior  level  in  distribution. 

Inviting  applications  Mr  Richard  Weir, 
director  of  the  Consortium  said:  "This  is 
a  real  opportunity  for  British  expertise  in 
the  distribution  field  to  make  its  mark  in 
Brussels,  and  it  would  provide  an  enviable 
opportunity  for  someone  with  the  right 
qualifications  to  make  their  mark  on 
future  policies  for  distribution  in  Europe". 
For  further  information,  contact  Julie 
Roberts,  Retail  Consortium,  19  Bucking- 
ham Gate,  London  SW1E  6LB. 


Market 
News 

Ipecacuanha  drying  up 

London,  May  25:  Ipecacuanha  supplies 
are  now  drying  up  after  an  abundance 
during  the  past  two  to  three  years.  Higher 
prices  will  operate  in  the  autumn  when 
new  crops  are  available. 

Pharmaceutical  chemical  prices  were 
largely  stable  although  acetic  and  formic 
acids  showed  an  increase.  Crude  drugs 
showed  a  general  upward  trend  as  items 
in  popular  demand  commanded  higher 
prices  at  origin.  Currency  rates  were 
fairly  stable. 

Oils  were  fairly  slow  although  citronella 
dropped  considerably  and  bounced  back 
up  all  in  the  same  week,  allowing  a  fair 
degree  of  trading. 


Pharmaceutical  chemicals 

Acetic  acid:  4-ton  lots,  per  metric  ton  delivered — 
glacial    BPC    £274,    99,5    per    cent    E261.50;  80 
per  cent  grade,  pure  £240.50,  technical  £224.50. 
Acetone:  £262  metric  ton  30-drum  lots. 
Adrenaline:    (per  g)    1-kg   lots  base  £0.25;  acid 
tartrate  £0.20. 

Aluminium  chloride:  Pure  50-kg  lots  £0.9436  kg. 
Aluminium  hydroxide:  BP  gel  £0.41  litre  for  1,000 
litres;  BP  dried  £1,250  metric  ton. 
Ammonium  acetate:  BPC  1949  crystals  £0.7009  kg 
in  50-kg  lots;  strong  solution  BP  1953  £0.243  kg 
in  200-kg  lots. 

Ammonium  bicarbonate:  BPC  £160.70  metric  ton, 
ex-wcrks  in  50-kg  bags. 
Aspirin:  10-ton  lots  £1.31  kg;  1-ton  £1.39. 
Atropine:   (Per  kg  in  J-kg  lots)  Alkaloid  £133.70; 
methonitrate    £102,    methylbromide    £124.40,  sul- 
phate £94.50. 

Benzocaine:  BP  in  50-kg  lots,  £4.49  kg. 

Benzoic  acid:  BP  in  500-kg  lots,  £0.721  kg. 

Borax:  EP  grades,  2-4  ton  lots  per  metric  ton  in 

paper    bags,    delivered — granular    £199;  powder 

£217;  extra  fine  powder  £222. 

Boric  acid:  EP  grades  per  metric  ton  in  2-4  ton 

lots  for  British   material — granular  £255;  crystals 

£342;  powder  £277. 

Bromides:  Crystals  £  per  metric  ton. 

 Under  50-kg        50-kg        1 ,000-kg 

Ammonium  1,090  932  874 

Potassium*  1.010  853  816 

Sodium  990  839  802 

*  Powder  plus  £43  kg 

Caffeine:    Anhydrous    £4.39    kg    in    100-kg  lots; 
citrate  £3.61  both  delivered. 
Calamine:  BP  £621  per  1,000  kg. 
Calcium  carbonate:  BP  light  £135  metric  ton. 
Calcium  gluconate:  £1,420  per  metric  ton. 
Calcium  pantothenate:  £7.29  in  25-kg  lots. 
Caniharadin:  100-g  lots  £1.30  per  g. 
Chloral  hydrate:  50-kg  lots  £1.43  kg. 
Ether:  Anaesthetic:  BP  2-litre  bottles  £2.88  each; 
1-ton  lots  in  drums  from  £1.39  in  18-kg  drums  to 
£1.25  kg  in  130-kg.  Solvent,  BP  from  £916  metric 
ton  in  16-kg  drums  to  £820  in  130-kg. 
Ferrous  gluconate:  £1,860  per  metric  ton. 
Formic   acid:   per  metric   ton   delivered   in  4-ton 
lots,  98  per  cent  £295.50;  85  per  cent  £247.50. 
Homatropine:    Hydrobromide    £90.20    kg;  methyl- 
bromide  £102 — both  in  J  kg  lots. 
Hvdroaen  pernxide:  35  per  cent  £223  metric  ton. 
Hvoscine:  Hydrobromide  £482.10  kg. 
Hvoscvamine:  Sulphate,  100-g  lots  £160.60  kg. 
Hypophosphorous  acid:   (Per  metric  ton  in  50-kg 
lots)    Pure  50  per  cent  £3,459.70;  BPC   (30  per 
cent)  £2,714.50. 

Iodine:  Resublimed  £4.90  kg  in  250-kg  lots. 
I^onrenaline:    Hydrochloride    £52.00    kg;  sulphate 

£45.00. 

Kaolin:   BP   natural   £113.35   per   1,000   kg;  light 
£118.45  ex-works  in  minimum  10-ton  lots. 
Lianocaine:  (25-kg)  base  £10.25  kg;  hydrochloride 
£10.29. 

I  i'hium  citrate:  BPC  '49  £6.00  kg  (50-kg  lots). 

Maqnesium    oxide:    BP    per    metric    ton — heavy 

*1 .430-  liaht  £1.140. 

Maanesium  trisilicate:  £680  metric  ton. 

Methvl  salicylate:  5-ton  lots  £1.10  kg;  1-ton  £1.14. 

»««>»nl:    Photo  grade    per   kg,   50-kg    lots  £5.64; 

250-kg  £5.46. 

Noscapine:    Alkaloid    £26.80    kg    for    25-kg  lots; 


£25.00  kg  for  100-kg.   Hydrochloride  £30.00  and 

£28.00  kg  for  similar  quantities. 

Paracetamol:    (Per    kg)    50-ton    contracts  from 

£2.80;  spot,  10-ton  £2.88;  1-ton  £3.00.  Premiums 

for  direct  compression  £0.13  kg. 

Phenylephrine    hydrochloride:    From    £80.00  kg 

according  to  quantity. 

Phosphoric  acid:  BP  sg  1.750  £0.4313  kg  in  30 
drum  lots  minimum. 

Physostigmine:  Salicylate  £1.00  per  g;  sulphate 
£1.28  100-kg  lots. 

Pilocarpine:   Hydrochloride   £257   per   kg;  nitrate 

£253. 

Potassium  bitartrate:  £730  per  metric  ton. 
Potassium  citrate:  Granular  £837  per  metric  ton; 
powder  £852. 

Potassium  diphosphate:  BPC  1949  in  50-kg  lots, 
granular  £1.7583  kg;  powder  £1.5481. 
Potassium  hydroxide:   Pellets   BP  1963  in  50-kg 
lots  £1.379  kg;  sticks  not  offered;  technical  flakes 

£0.4577. 

Potassium  sodium  tartrate:  £797  per  metric  ton. 
Quinine:   Hydrochloride    (25  kg)   £95.50  kg;  (50 
kg)    £95.25    kg.    Sulphate    (25    kg)    £91.50  kg; 
(50  kg)  £91.25. 

Saccharin:  BP  in  250-kg  lots  £4.20  kg;  sodium 
£3.69. 

Salicylic  acid:  5-ton  lot  £1.06  kg;  1  ton  £1.07. 
Sodium  benzoate:  £0.5459  kg  in  500  kg  lots. 
Sodium  bicarbonate:  BP  £83.04  metric  ton  mini- 
mum 10-ton  lots  delivered  UK. 
Sodium  carbonate:  Anhydrous  £212  per  metric  ton. 
Sodium    chloride:    Vacuum-dried    in    10-ton  lots 
£25.37  metric  ton  delivered  London. 
Sodium  gluconate:  £720  technical  (1,000  kg). 
Sodium  hydroxide:  Pellets  BP1973  in  50  kg  lots 
£0.928  kg;  sticks  £3.731  kg. 

Sodium  perborate:   (per  1,000  kg)  monohydrates 

£464,  tetrahydrate  £274. 

Sodium  percarbonate:  £365  per  metric  ton. 

Sodium  sulphate:  Fine  crystals  BP  £72  per  metric 

ton. 

Strychnine:  Alkaloid  £74.30  per  kg;  sulphate  and 
hydrochloride  £60.40  kg,  5-10  kg  lots,  nominal. 
Tartaric  acid:  £770  metric  ton. 
Theophylline:  Anhydrous  and  hydrate  £4.93  kg  in 
100-kq   lots  delivered;  ethylenediamine  £5.08  kg 
in  100-kg. 


Crude  drugs 

Alces:  Cape  £1.47  kg  spot;  £1.45,  cif.  Curacao 
no  spot;  shipment  £2.05  nominal;  cif. 
Balsams:  (kg)  Canada:  £11.10  spot;  £10.80,  cif 
for  shipment.  Copaiba:  BPC  £1.95  on  the  spot; 
£1.85,  cif.  Peru:  £6.20  spot;  £6.10,  cif.  Tolu: 
£4.10  spot. 

Benzoin:  £99-£100  cwt  spot;  £99,  cif. 

Camphor:   Natural   powder,    Formosan,   £4.50  kg, 

spot.  Synthetic  £0.90  spot;  £0.78  cif. 

Cascara:   £1,000   metric   ton   spot   nominal;  new 

crop  £960,  cif. 

Cherry  bark:  Spot  £750  metric  ton;  £710,  cif. 

Cloves:  Zanzibar  £4,300  metric  ton,  cif. 

Gentian:  Root  £1.33  kg  spot;  £1.30,  cif. 

Ginger:  (ton,  cif)  Cochin  £1,270.  Jamaican  (spot) 

£2,000.    Indonesian    £1,120.    Nigerian    split  £850 

(spot);  shipment  £820,  cif;  peeled  £1,075.  Sierra 

Leone  £1,125  nominal. 

Hydrastis:  (kg)  £9.30  spot;  £9.15,  cif. 

Ipecacuanha:    (kg)    Costa    Rica    £7.00    spot  no 

shipment. 

Lemon  peel:  Unextracted  £1,240  metric  ton  spot; 
shipment  £1,200,  cif. 

Menthol:  (kg)  Brazilian  £9.80  spot  and  cif. 
Chinese  from  £10.80  in  bond;  £10.55,  cif. 
Pepper:  (ton)  Sarawak  black  £1,535  spot;  £1,430, 
off.  White  £1,770  spot;  £1,660,  cif. 
Seeds:  (metric  ton,  cif)  Anise:  China  star 
£710  nominal.  Caraway:  Dutch  £1,180.  Celery: 
Indian  £560.  Coriander:  Moroccan  £670,  Indian 
£530.  Cumin:  Egyptian  £600,  Iranian  £625.  Dill: 
Indian  £540.  Fennel:  Egyptian  £230.  Fenugreek: 
£150.  Maw:  £880. 

Squill:    Italian    new    crop    £980    metric    ton,  cif. 
Indian  £185  spot;  £145,  cif. 
Turmeric:  Madras  finger  £475  ton,  cif. 
Witchhazel  leaves:  Spot  £2.20  kg;  £1.90,  cif. 


Essential  oils 

Anise:  (kg)  £17.50  spot;  £17,  cif. 
Camphor  white:  £0.95  kg  spot  and  cif. 
Citronella:    Ceylon    £1.30    kg    spot;    £1.27,  cif. 
Chinese  £2.40  spot;  £2.45,  cif. 
Clove:  Madagascar  leaf,  £2.70  kg  spot;  £2.60,  cif. 
English  dislilled  bud  not  offering. 
Lemongrass:  Cochin  £4.30  kg  spot;  £3.90,  cif. 
Lime:  West  Indian  £10.50  kg  spot. 
Origanum:  Spanish  £14.50  kg  spot  for  70%. 
Orange:  Florida  £0.95  kg;  West  Indian  £1.00. 
Palmarosa:  No  spot  offers;  £7.40  kg,  cif. 
Patchouli:  £11.40  kg  spot;  £11.00,  cif. 
Pennyroyal:  No  offers. 

Pepper:  English-distilled  ex-black  £145  kg. 

Peppermint:    (kg)    Arvensis — Brazilian   £6.25  spot 

and  cif.  Chinese  £6.15  spot;  £6.20,  cif.  Piperata, 

American  Far-West  not  offering. 

Petitqrain:  £6.25  kg,  spot  and  cif. 

Sandalwood:   Mysore  £105   kg;    East   Indian  £100 

kg  spot — both  nominal. 

Spearmint:  (kg)  American  Far  West  not  offering. 
Chinese  spot  £12.50  kg;  shipment  £12.75,  cif. 

The  prices  given  are  those  obtained  by  importers 
or  manufacturers  for  bulk  quantities  and  do  not 
include  value  added  tax.  They  represent  the  last 
quoted  or  accepted  prices  as  we  go  to  press. 
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This  month  about 
150,000  people  will 
ask  themselves  this 


Chemist  Gift  Tokens  provide  the  answer 


There  are  millions  of  good  reasons  to  stock 
Chemist  Gift  Tokens-the  perfect  answer  to  all  gift 
iroblems. 

If  you  would  like  to  provide  the  answer  too, 
:ontact  Sangers  Services  Ltd.,  102  Morden  Road, 
/litcham,  Surrey.  Tel:  01 640  7142. 

IMPORTANT  NOTE:  Whether  or  not  you  are  a  current  stockist 
Sangers  will  redeem  all  Chemist  Gift  Tokens. 


Mr 


lixnMM 

^  OFFERS  YOU 

comprehensive  information  on  the  complex 
business  of  exporting  to  every  world  market, 
including  countries,  cities,  languages,  currencies, 
banks,  embassies,  commercial  representatives, 
•  airports,  seaports,  airline  cargo  booking  offices, 
container  and  unit  load  services,  documentation 
and  licensing  details,  import  regulations, 
financing  exports,  trade  marks,  weights,  measures, 
abbreviations,  voltages,  postal  charges, 
money  orders,  cables,  telephones,  climate, 
holidays,  EEC  PREFERENCE  regulations,  ATA, 
BOTB,  CAN.  ECGB,  THE.  VAT  information,  plus 
monthly  up-dating  service, 

700 pages  210  x  143  mm  CI 5.00 

Benn  Brothers  Limited  1  25  High  Street  Colliers  Wood 
London  SW1 9  2JN  Tel :  01 -542  8575 


Fennings 
Junior 
Aspirin 


A  reliable 
trusted  nair£ 
in 

children's 
medicines 


1  'Snap-Sa^ 
Child  - 
resistant- 
Cap 


Aqes 
l-IL, 
years 


25\ 

J  Available, 
in  bottles 

f  15 


Qu'idclu  dissolves 
in  wafe^ 


t\  cjuick  acHnc)  pain 
reliever  for  rWmor 
pains,  fb/e/ish 
condi-hons.,  colds, 
influent  °i  t€ethinq 

Everything 

you'd  expect 

a  Junior 
Aspirin 

to  be. 

*Special  Bonus  Offer  of  14 
to  the  dozen  June  1st-30th 
inclusive 

Order  from  your  wholesaler  or  direct  from:  — 
Fennings  Pharmaceuticals,  6  Church  Street, 
Ashton-Under-Lyne,  Lancashire 
Tel:  061-330-5667 
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V\festminster 
report 


Amphetamine  prescribing 

Asked  how  many  drug  companies  still 
supplied  amphetamines  for  NHS  use,  Mr 
Roland  Moyle,  Minister  for  Health,  replied 
that  four  companies  marketed  ampheta- 
mines but  whether  they  were  used  in  the 
NHS  depended  on  individual  doctors. 

Mr  Laurie  Pavitt  also  asked  if  prescrip- 
tions were  monitored  and  if  further  dis- 
cussions with  the  General  Medical  Services 
Committee  have  sought  a  voluntary  re- 
striction on  prescribing.  Mr  Moyle,  in  the 
written  answer  last  week,  said  all  prescrib- 
ing in  the  NHS  was  subject  to  monitoring 
and  that  an  annual  representatives  meeting 
of  the  British  Medical  Association  in  1970, 
resolved  to  avoid  such  prescribing. 

Concern  on  food  colourings 

Mrs  Joyce  Butler,  last  week,  asked  the 
Minister  of  Agriculture,  Fisheries  and 
Food,  what  representations  he  had  re- 
ceived from  consumers  about  the  removal 
of  artificial  colour  from  food. 

Mr  Gavin  Strang,  Parliamentary  Secre- 
tary, replied  that  the  Food  Additives  and 
Contaminants  Committee  was  at  present 


carrying  out  a  full  review  of  regulations 
controlling  the  use  of  colouring  matters 
in  food.  The  Committee  had  received  re- 
presentations from  consumer  organisations 
and  was  making  good  progress  with  the 
review  but  he  was  not  able  to  say  when 
the  report  would  be  published. 

Mr  Strang  agreed  with  the  basic  con- 
tention that  it  was  a  matter  for  particular 
concern  as  it  affected  food  consumed  by 
babies  and  children.  The  Committee  was 
giving  special  attention  to  this  matter,  he 
said.  "I  reassure  you  by  pointing  out  that 
the  Committee  is  free  at  any  time  during 
the  review  to  draw  attention  to  any  colour- 
ing that  it  would  like  removed  forthwith", 
he  added. 


Spot  checks  on  prices 

The  Price  Control  Bill,  which  was  given  a 
first  reading  by  192  votes  to  179  in  the 
Commons  on  Tuesday,  aims  to  give 
trading  standards  officers  powers  to  inves- 
tigate price  increases  on  the  spot.  Miss 
Betty  Boothroyd,  presenting  the  Bill,  said 
that  at  present  consumer  officers  could  do 
nothing  about  unnecessary  price  rises  on 
individual  items  because  such  price  rises 
were  "permissible" ;  her  concern  was  that 
the  increases  should  be  "justifiable".  If 
investigation  proved  the  rise  to  be 
unnecessary  the  resulting  publicity  would 
not  only  be  unfavourable  to  the  trader 
but  would  act  as  a  formidable  example  to 
others,  she  said. 

Mr  Nicholas  Ridley  opposed  the  Bill  as 
"a  new  rod  with  which  to  beat  the  backs 
of  the  small  shopkeeper"  and  "yet  another 


assault  on  the  wretched  self-employed". 
He  said  the  Government  was  responsible 
for  inflation,  not  traders.  A  confusing 
situation  could  arise  in  which  the  Price 
Commission  might  say  "yes"  but  the  local 
officer  say  "no"  to  a  price  rise. 

Sterile  fluids  manufacture 

When  asked  whether  a  national  unit  for 
the  manufacture  of  sterile  fluids  used  in 
the  hospital  service  would  be  set  up  Mr 
Roland  Moyle,  Minister  for  Health,  said 
he  was  considering  the  complex  issues 
involved  in  the  future  requirements  of 
NHS  hospitals  for  sterile  fluids. 


Coming  events 

Monday,  May  30 

Sheffield  Branch,  Pharmaceutical  Society, 

Commencing  Totley  at  7.30  pm.  Pharmacy  club 
treasure  hunt.  Details,  club  secretary,  Mr 
Chatterton. 

Tuesday,  May  31 

Chelmsford  Branch,  Pharmaceutical  Society, 

Chelmsford  and  Essex  Hospital  academic  unit, 
Chelmsford,  at  7.30  pm.  Annual  meeting. 

Advance  information 

British  Society  for  the  History  of  Pharmacy: 

Excursion  to  Mea  Allan's  garden,  Walberswick, 
Suffolk,  from  London,  June  18.  Cost  £2.65. 
Applications  by  June  1  to  Mrs  L.  Cameron,  36 
York  Place,  Edinburgh  EH1  3HU. 
Eurochem:  Chemical  and  process  engineering 
display  and  conference,  National  Exhibition 
Centre,  Birmingham,  June  20-24.  Details  from 
Mr  R.  Copley-Smith,  Clapp  &  Poliak  Ltd,  232 
Acton  Lane,  London  W4. 


Manufacturing  & 
Distributing  Services 


HMMWEAR 


An  exciting  new  range  of  professional 
clothing.  Leaflets  and  details  from: 

NICHOLSON'S 

(Overalls)  Limited 

Georges  Road,  Stockport, 


Cheshire. 


CONTACT  LENS 
SOLUTIONS 

DISTRIBUTORS  OF  ALL 
CONTACT  LENS  SOLUTIONS, 
CASES  AND  ACCESSORIES 


Orders  welcomed  foi  1-1,000 
bottles 

DENNIS  HILLYARD  CONTACT 
LENS  SUPPLIES, 

55  Barton  Road, 
Water  Eaton  Estate, 
Milton  Keynes,  Bucks. 

Tel:  Milton  Keynes  74537 


ANGLIAN 
AEROSOL  &  PACKAGING 
CO.  LTD. 

will,  with  effect  from  4  January, 
trade  under  the  name  of 

ANGLIAN  MANUFACTURING 
CHEMISTS 

This  name  will  more  accurately 
reflect  the  activities  of  the  Com- 
pany which  offers  a  comprehen- 
sive contract  packaging  service 
in  Toilet  and  Medicinal  Prepara- 
tions. Enquiries  please  to: 

Anglian  Manufacturing  Chemists, 

38/40  Featherstone  Street, 
London  EC1Y  8RN. 

Telephone:  01-253  0571. 

Telegrams:   COLLIGATE,  London 


EC1. 


Telex:  LDN.  267391. 


PLASTIC  PRODUCTS 

BABY  PANTS 
TODDLER  PANTS 
INCONTINENCE  PANTS 
MATTRESS  SHEETS 
COT  SHEETS 

etc.,  etc. 

HENLEYS 
OF  HORNSEY 
LTD. 

London  N8  0DL 
Tel:  01-889  3151/6 


Please  mention 
C  &  D  when  replying 
to  advertisements 


FALCONCRAFT 

PRICE  TICKETS 
CARD  HOLDERS 
SIGNS— INTERIOR 

AND  EXTERIOR 
TICKET  SECTIONS 
SHELF  ENLARGERS 
POSTER  FRAMES 

Send  for  catalogue  to: 

FALCONCRAFT  LTD., 
89/95  HAINAULT  ROAD, 
ROMFORD,  ESSEX 

TEL:  Romford  24621 


Tolley's 

Tax  Tables  1976/77 

Published  within  days  of  the 
chancellor's  budget  speech, 
these  detailed  tables  cover 
all  main  rates  of  income 
tax,  corporation  tax  and 
V.A.T.  and  include  a  sum- 
mary of  the  budget  pro- 
posals. 

Pries  90p. 
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BEAUVAIS  PERFUME  ESSENCE 

Established  1939 

Over  30  of  the  highest  quality  essences  including 
exclusive  original  compounds,  true  to  flower  fragrances 
and  the  popular  sultry  scents  of  Musk,  Ambergris  and 
Patchouli.  From  1oz  supplied. 

Please  fill  in  your  name  and  address  and  post  to:  BF.  AUVAIS, 
14  High  Park  Road,  Richmond,  Surrey 

Name   

Address   


isements 


>08t  to  Classified  Advertisements,  Chemist  &  Drug- 
gist, 25  New  Street  Square,  London  EC4A  3JA. 
elephone  01353  3212. 

ubllcatlon  date  Every  Saturday. 

leadings  All  advertisements  appear  under  appro- 
priate headings. 

Screen  100. 


Dlsplay/Seml  Display  £5-00  per  single  column 
centimetre,  min  25mm.  Column  width  42mm. 

Whole  page  £350  (254mm  x  178mm). 

Half  page  £200  ( 1 25mm  x  178mm). 

Quarter  page  £110  (125mm  x  86mm). 

Lineage  £1-00  per  line,  minimum  5  lines  <3>  £5-00. 

Box  numbers  £0-50  extra. 

Series  Discounts  5%  on  3  insertions  or  over.  10% 
on  7  insertions  or  over.  15%  on  13  insertions  or  over. 

Copy  date  4  pm  Tuesday  prior  to  publication  date. 
Advertisements  should  be  prepaid. 

Circulation  ABC  January/December  1976:  14,510 


Miscellaneous 


NEW  PRODUCT  OPPORTUNITY 

We  are  an  International  proprietary  pharmaceutical 
company  marketing  a  range  of  household  name  pro- 
ducts. We  believe  our  sales  and  marketing  facilities  in 
the  major  European  markets  (U.K.,  France,  Germany, 
Italy  and  Spain)  can  effectively  handle  additional  high 
quality  compatible  products. 

With  only  a  small  product  range  ourselves  we  can  pro- 
vide an  effective,  cost  efficient  and  expert  resource  to 
manufacturers  who  wish  to  more  fully  realise  their 
product's  potential. 

If  you  have  a  product  that  needs  sales  and/or  market- 
ing support  in  either  or  all  of  these  markets  under  the 
terms  of  a  licence  or  distribution  agreement,  please 
write  in  confidence  to  PO  Box  No.  2474. 


FASHION  JEWELLERY 
Jodez  (Manchester)  Ltd 

34  Shudehlll,  Manchester  M4  1EY 

Tel:  061-832  6564 

Largest  and  most  exclusive 
range  of  direct  and  imported 
Continental  Jewellery,  Necklets, 
Pendants,  Dress  Rings,  Ear 
rings,  Brooches,  Bracelets,  Hair 
Ornaments. 

Suppliers  to  Chemists  over  20 
years. 

Sample  parcels  available. 


MANCHESTER  PHARMACIST  requires 
regular  supply  of  agency  perfumes, 
talcs,  etc.  Will  exchange  for  dis- 
counted ethicals.  Box  No.  2477. 


Business  opportunities  Wanted 


BUSINESS  FOR  SALE 

Drug  Store  for  sale  in  Gibraltar's 
Mediterranean  Sun.  Well  equip- 
ped, modern  appearance,  self- 
service,  5  year  lease,  lnw  rent. 
Stock  increased  to  approx. 
£10,000;  Fixtures  and  Fittings 
£3,200.  All  inclusive  for  quick 
sale  £22,000.  No  offers,  but 
Franchise  operation  considered. 
No  Exchange  Control  problems 
as  Gibraltar  is  in  Sterling  Area. 

Payment  can  be  arranged  in 
London.  Air  fares  refunded  to 
buyer. 

For  details  write  to  PO  Box  249, 
Gibraltar. 


SMALL  INACTIVE  company  offers 
otal  shareholding  together  with  cer- 
ified  tax  losses  of  £12,000  for  a 
"lominal  sum.  In  exchange  for  a 
oyalfy  payment  on  the  sale  of  the 
sole  Product,  Meesons  Sniff,  an 
sxtremely  high  O.T.C.  profit  margin 
product  which  is  covered  by  a  pro- 
duct licence.  Alternatively  we  w0uld 
consider  a  distributor  to  market  the 
Product  on  a  commission  basis.  Box 
Mo.  2475. 


ORDER  NOW 

CHEMIST  &  DRUGGIST 
DIRECTORY  1977 

Manufacturers  &  Suppliers 
List  of  Multiple  Retail  Outlets 
Law  for  Retailers 
Value  Added  Tax 
Who  Owns  Whom 
Pharmaceutical  Organisations 
Forensic  Pharmacy 


These  are  Just  some  of  the 
sections  included  in  Chemist  & 
Druggist  Directory  1977. 
The  essential  reference  for  every 
pharmaceutical  retailer,  whole- 
saler and  manufacturer.  Send  for 
your  copy  today: 

Chemist  A  Druggist, 
25  New  Street  Square, 
London  EC4A  3JA. 

Price  £12.00  inc.  postage  and 
handling.  C&D  Subscribers  only 
£8.00  inc.  postage  and  handling. 


A.&H.  OTTER  LTD. 

(established  1920) 

Largest  cash  stock  buyers  In  the 
trade  for  manufacturers'  clearing 
lines,  and  retailers'  stocks. 

8  Northburgh  Street,  London 
EC1V  0BA.  Tel:  01-253  1184/5. 
Telegrams:  "Salvall",  London, 
E.C.1. 


WANTED 

"Estee  Lauder",  "Charlie" 
and  "Brut" 

Willing  to  pay  10%  over  list. 
Will  collect  and  pay  cash. 

Apply  Box  No.  2471 


Pharmaceutical  Antiques,  urgently  re- 
quired all  Items  connected  with  old- 
fashioned  Pharmacia:  —  runs  of 
drawers,  shop  fittings,  bottles,  Jars, 
pill  machines  etc.  Telephone  a3htead 
(Surrey  72319/76626,  24  houi  inswer- 
Ing  service,  Robin  Wheeler  Antiques 
"Parklands",  Park  Road.  Ashtead. 
Surrey. 


Shopfitting 


SHOP  INTERIOR  FITTINGS  and 
SHOP  FRONTS  for  CHEMISTS 

Wide  choice  of  modern  equipment 

at  attractive  prices 
Free  advisory  and  planning  service 
Phone  without  oi  ligation 
061-445  3506,  H.  A.  Peyser 
20  Fairfax  Avenue,  Dldsbury 
Manchester  M20  0AJ 


CHROMIUM,  CRYSTAL  DISPLAY 
COUNTERS,  ISLAND  DISPLAY  UNITS, 
SHOWCASES,  WINDOW  FITTINGS, 
COMPLETE     SHELVING  SYSTEMS 

with  or  without  canopy  lighting. 
Prompt  delivery  direct  from  the 
makers.  See  our  showroom  or  Invite 
us  to  call  without  obligation  for  in- 
stant quote.  THIRSK  SHOPFITTINGS, 
741-743  Garratt  Lane,  London  SW17 
0DP.  Tel:  01-046  2201  (4  lines). 


IDEAL  DISPLAY  SYSTEMS  LTD., 

can  offer  for  Immediate  delivery 
Oscar  shelving  including  wall 
units,  gondolas  and  mobile  min- 
dow  units  at  DIY  prices.  Free 
planning  and  and  advisory  ser- 
vice available  nationwide.  If  you 
need  shelving  at  realistic  prices, 
write  or  phone  to:  Ideal  Display 
Systems  Ltd.,  2a  Purdeys  Way, 
Rochford,  Essex.  Tel:  Southend- 
on-Sea  548989. 


LIMITED  OFFER.  Replacement  alu- 
minium shopfronts  of  average  size. 
Complete  for  £880.  Ftayman  Entei- 
prises,  Higher  Claw,  Pennymore, 
Tiverton,  Devon.  Tel:  Cheriton  Fitz- 
paine  (03636)  317. 

Full  shopfitting  service  by  the  experts 
— E  Plan  Ltd.,  N.P.A.  recommended. 
E  Plan  Ltd.,  E  Plan  Estate.  New- 
haven.  BN9  0HE,  Sussex.  Tele: 
3233/6.  Telex:  87208. 
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Appointments 


Senior 
Representative 

CHESTER,  STOCKPORT,  SHEFFIELD 
&  BURTON  TO  COVENTRY  AREA 


Experienced  representative  with  a  successful 
Sales  career,  preferably  in  pharmacy,  is 
required  for  our  Chemists  salesforce.  Respon- 
sible to  the  Managing  Director,  age  need  not 
be  a  limiting  factor.  We  are  more  interested 
in  administration  and  selling  and  the  ability 
to  maintain  growth  in  the  area. 

Remuneration  is  by  Salary,  Commission  and 
bonus.  All  the  usual  benefits  are  provided. 

Applications  will  be  treated  in  strict  confi- 
dence. Apply: 


Managing  Director 
CUPAL  PHARMACEUTICAL  LABORATORIES 
Blackburn,  Lanes. 

(founded  1909) 
Tel.  0254-50321   (6  lines) 


Due  to  territory  reorganisation  Ernest  Jackson  &  Co.  Ltd., 
require  two  additional 

REPRESENTATIVES 

for  the  following  areas.  1.  East  Anglia,  based  preferably  in  Colchester 
area,  and  2.  Northern  part  of  Scotland,  based  preferably  in  the 
Aberdeen  area. 

The  above  vacancies  offer  an  excellent  opportunity  to  join  a  long 
established  private  company  and  to  sell  their  range  of  pharmaceutical 
pastilles  and  lozenges  to  the  retail  and  wholesale  chemist  trade. 

Remuneration  by  salary  and  commission;  new  company  car,  expenses, 
pension,  etc. 

Apply  in  first  instance  to: 
Sales  Director, 
ERNEST  JACKSON  &  CO.  LTD., 
Crediton,  Devon. 


Pharmacist 
£4720-£5930 

(plus  supplement) 

Applications  are  invited  from  both  men  and 
women  for  the  pensionable  post  of  Pharmacist 
in  the  Department  of  Health  and  Social  Services. 
Applicants  must  be  registered  Pharmaceutical 
Chemists  and  preferably  have  a  University  degree 
in  Pharmacy  or  a  closely  related  discipline  or 
have  equivalent  qualifications.  In  addition  they 
should  also  have  a  good  knowledge  of  both  hos- 
pital and  general  practice  pharmacy,  with  prefer- 
ably a  wide  experience  in  the  former. 

Experience  in  the  pharmaceutical  manufacturing 
industry  and/or  administrative  work  would  be  an 
advantage. 

The  successful  applicant,  under  the  direction  of 
the  Department's  Chief  Pharmacist,  will  assist  in 
all  the  pharmaceutical  work  of  the  Department 
undertaken  at  professional  level.  This  work  will 
include  certain  enforcement  duties  under  the 
Medicines  Act  1968,  advice  on  hospital  pharmacy 
and  on  general  pharmaceutical  services. 

Starting  salary  will  be  related  to  qualifications 
and  experience.  In  addition  pay  supplements  of 
between  £310.59  and  £522.00  per  annum  will  be 
payable. 

Please  write  or  telephone  for  an  application  form 
and  further  details  quoting  reference  SB  131/77/ 
CD  to  Civil  Service  Commission,  Rosepark  House, 
Upper  Newtownards  Road,  Belfast  BT4  3NR 
(telephone  Dundonald  4585  ext.  257).  Completed 
forms  must  be  returned  to  arrive  not  later  than 
10th  June,  1977. 


NORTHERN  IRELAND 
CIVIL  SERVICE  


KENYA — manager  required  immedi- 
ately for  medical/veterinary  pharmacy 
in  Kitale,  near  Nairobi.  Single  female 
or  male.  House  supplied,  free  pas- 
sage, salary  £4,000  (Kenya  £  =  1.7 
British  £).  Two  year  contract  with 
gratuity.  For  further  details  phone 
Peter  Raffan,  Dublin  781788,  9.30am- 
1pm  Monday-Friday. 


For  Sale 


ONE-SIZE  TIGHTS  from  £1.70  doz. 
plus  VAT.  Min.  order  6  doz.  overall. 
CWO.  Carriage  free.  Full  range  Price 
Llat.  Edward  Kaye  Ltd.,  3  South 
Place.  London  EC2 


RELIEF  HELP— LOCUM  (unqualified) 
experienced  dispensing — stock  con- 
trol— counter  sales  promotion  and 
cosmetics.  Reliable,  conscientious 
worker.  Full  or  part-time.  Londcn — 
Croydon  areas.  Box  No.  2476. 


Liquidation  Sale — Trade  Marks 

MANSPUR/MANSPAN 
Mens  toiletries — shaving  foam/ 
antiperspirant. 
Classes/3-5 — Renewal  dates 
1979/80. 

All  reasonable  offers  considered. 

Apply  .  .  .  George  Balmer, 
c/o  Cooper  Magennis, 
Chartered  Accountant 
5  Dame  Lane,  Dublin  2,  Ireland 
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DENTYRBLEACH 

the  perfect  denture  cleanser 
available  from: 

ELMBRIDGE  PHARMACEUTICALS 
89  Clarence  Street 
Kingston-on-Thames,  Surrey 
Tel:  01-546  8888 
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Big  value  for  your  | 

customers. 
Big  sales  for  you. 


•  SUPERS 


Super  8  cinef  ilm 

comes  in  four  film 
Valupaks,  so  you 
can  sell  more  film, 
more  easily,  at 
your  own  prices. 
And  there's  a  great 
promotion  to 
attract  your  cust- 
omers-FREE 
copy  of  Movie 
Maker  (worth 
40p)  together  with 
unique  film 
making  tips  from 
the  editor,  Tony 
Rose.  There  is 
also  a  new  Agfa- 
chrome  Super  8 
sound  film. 


New  CNS2  is  sure  to  be  a 
best-seller,  with  improved 
resolution  giving  sharper 
prints  and  finer  colour 
qualities. 

Big  value  CT18.CT21  and     fy  , 
CT126  in  two  film  Valu-  J?^'«&Vt 
paks  at  your  own  .-rfdss#f^  •       '  ■/ 

special  price.  Your 
customers  get  the 
well-known  benefits 
of  natural  colour  and 
rapid  processing, 
together  with  FREE 
slide  viewers,  plastic 
frames  and  attractive 
storage  box. 


The  popular  Agfamatic 
1000  and  our  latest  baby,  the 
Autostar  Pocket  The  Agfamatic  2000 
s  the  most  popular  camera  in  our  range.  And  now 
here's  the  Autostar  pocket,  our  latest  and  least  expensive. 
\nd  of  course  there's  the  new  Agfamatic  2008  Tele,  with 
Tiilips  Top  Flash.  Other  Agfamatics  are  the  1000S,  the 
5000, 40  00  and  the  Optima  5000  and  6000  top  of  the  range 
Models.  And  of  course  there's  the  ever  popular  Autostar 
{  126  camera. 


For  basic  trade  prices 
:ontact  your  local  Vesixic  branch. 


Vestric 


Suddenly  selling 
will  seem  easier  with 

shomore 


and  it  can  come  to  you  in  just  20  days 
with  excellent  credit  terms 

Our  Shomore  range  is  a  very  persuasive  display 
system.  Following  installation,  many  of  our 
customers  have  seen  their  turnover  increase 
dramatically. 

And  that's  only  the  beginning  of  the  story.  For  a 
start,  our  display  lines  hide  unusual  strength. 
(We've  been  in  this  business  long  enough  to 
know  what  we're  doing).  For  another  thing, 
Shomore  can  be  tailor-made  to  your  premises. 
And  clever  design  can  make  shops  suddenly 
seem  a  lot  bigger. 

And  you  will  find  our  credit  terms  are  excellent. 
Just  try  us. 

Yet  for  all  the  care  we  take,  we  don't  take  our 
time  on  delivery. 

From  receipt  of  your  enquiry,  an 
experienced  representative  will  be  in  your 
shop  within  2  days.  And  20  days  after  your 
order,  you'll  get  your  Shomore.  Suddenly, 
selling  will  seem  a  lot  easier. 


shomore 

by  Parnall  of  Bristol 

Parnall  and  Sons  Limited 

Lodge  Causeway,  Fishponds,  Bristol  BS16  3JU 
Telephone:  0272  654271  Telex:  449 1  52 

E — a  A  member  of  the  Avery  s  Ltd.  Croup  of  Companies 
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APOCAIRE 


Offers  Throughout  JUNE 


NORMAL 

APOCAIRE 

PRODUCT 

SIZE 

D  C  D 

n.o.r. 

D  C  D 

n.o.r. 

*  AIRBAL 

AIR  FRESHENER  Complete 

JO[J 

4Rn 

*  ATLAS 

FLASH  BULBS  A.G.3B 

10 

*  BORN  BLONDE 

HAIR  COLOURANT 



RRn 
*j \j 

fi1  n 

*  DRY  LOOK 

MENS  HAIRSPRAY 

120g 

Hop 

oH-p 

KLEENEX 

SOFT  WHITE  TISSUES 

150 

9Qn 

BRIGHT  &  BEAUTIFUL 

150 

zyp 

TOILET  TISSUE 

zop 

KOTEX 

BREVIA  PANT  LINER 

z^p 

SIMPLICITY  REGULAR  SIZE  1 

10's 

oup 

SIMPLICITY  SUPER  SIZE  2 

10's 

O/p 

LILIA 

SANITARY  TOWELS 

10 

zjp 

PHILIPS 

PF1B  BULBS 

10 

85p 

RADOX 

BATH  LIQUID 

280cc 

49p 

35p 

20%  Extra  Free  (While  stocks  last) 

*  SIGNAL 

TOOTHPASTE 

Large 

39p 

30p 

*SUPERSOFT 

HAIRSPRAY 

Standard 

39p 

26p 

SHAMPOO 

75cc 

29p 

19p 

*SURE 

ANTIPERSPIRANT  AEROSOL 

100g 

55p 

41  p 

ROLL-ON 

43p 

32p 

*  TUFTY 

TAILS- NAPPIES  BABY 

20 

61p 

VAPONA 

FLY  KILLER 

61/2" 

125p 

105p 

SMALL  SPACE  INSECT  KILLER 

55p 

45p 

WILKINSON 

BONDED  BLADES 

5 

67  p 

49p 

SANGERS  'APOCAIRE'  PROMOTIONS 

EXCLUSIVE  OFFERS  EVERY  MONTH  FOR  THE 

INDEPENDENT  CHEMIST 

BE  COMPETITIVE  AND  DISPLAY  FOR  PROFIT 

'Some  other  varieties  and  sizes  of  these  products  are  available  at  Apocaire  Prices. 
Please  see  your  Apocaire  Detailer  for  full  information. 


